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Sole Wear Measures Shoes NEW YORK, AUGUST 13, 1932 


In the last analysis shoes are meas- 
ured by their sole wear. We make a 
thorough study of soles so that every 
clerk everywhere may tell the public 
what can be expected in foot-pounding IN THIS ISSUE 
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EMPORIUV 


FASTEST GROWING STORE IN THE TWIN CITIES "| 








The popularity of Pied Piper Shoes—their success from 
the standpoint of sound, profitable retail merchandis. 
ing—these are not the result of temporary fad or chang. 
ing circumstance. Here is success built up through 
persistently maintained leadership. 


For only leadership — dominant, outstanding 
pace-making leadership could win the ten-year 
ge Sl concerns like The Emporium, 
St. Paul. 


What greater proof could possibly exist of the 
value of Pied Piper patented features, the 
effectiveness of Pied Piper advertising coopera- 
tion, the efficiency of Pied Piper In-stock 


service? 


i And added to the cumulative distinction of The Emporium’s year 
H after year confidence in Pied Pipers is the prestige of any num 
A ber of other nationally known shoe and department stores who 

have featured Pied Piper Shoes over long periods of time. 


c CS If you are seeking a live, active, dependable, 
a 2 stabilizing influence for your juvenile depart- 
ment, write for details of the Pied Piper exclu- 
sive agency proposition and new, low Pied 


Piper price levels. 





WORLD'S GREATEST HEALTH SHOES FOR CHILDREN 


Marathon Shoe C3 


WAUSAU, WISCONSIN 


Specialists in Juvenile Footwear for More Than Seventeen Years 
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The VOICE of the TRADE 


E. W. West, 


Glens Falls Insurance Company, 
Glens Falls, New York, emphati- 
cally says: 

“This is the last week of the 
depression. In making this rather 
definite statement, I do not want to 
convey to you the feeling that 
there is going to be a boom next 
week, but I do firmly believe that 
the politician has taken a vacation 
and progress toward recovery is 
being made. 

“There is an inferiority price 
complex prevailing throughout the 
country. We must overcome it. 
All the elements entering into the 
value of a thing must be consid- 
ered in fixing a price. It is true 
that everything became inflated. 
Now everything is extremely de- 
flated. The price level of all things 
must be raised. More employ- 
ment and less pessimism will bring 
an increase of the price level.” 





> is king 

says Frederick M. Feiker, Direc- 
tor of the Bureau of Foreign and 
Domestic Commerce of the De- 
partment of Commerce speaking: 
“A period of depression forces 
business men to think. Out of 
these periods in the past have come 
new lessons for business, and, just 
as in the past we have learned how 
to develop sales programs based 
on fact-finding, so in this new 
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epoch in our industrial develop- 
ment we are learning how to relate 
the consumer to production in a 
new way. In the old economics, 
‘production was king’ and we mas- 
tered him in an educational assault 
on improved methods. Today ‘de- 
mand is king’ and we must master 
demand in the same fashion.” 
* 





Thhe Shine Chest 


is something new, novel and inter- 
esting. The boot-black boys of 
Boston (the number by the way, 
being greater this Summer than 
for many a year), now carry the 
new shoe shine chest, an affair of 
fairly substantial dimensions, with 
tiny drawers to contain blackings, 
polishes and laces and other wares, 
as well as the brushes for shining 
the shoes to a bright polish. A 
strap of stout leather attached to 
the chest furnishes the means for 
the modern Sam Weller to carry 
his kit suspended from his shoul- 
der, and there is of course a form 
on which the customer rests his 
shoe while it gets its renovating 
treatment from the artist. One of 
these chests, recently noted is 
sheathed with copper, and that 
brightly polished. Others are cov- 
ered with bright colored enamels. 

From his chest of boxes and 
drawers, the enterprising boot- 
black boy can sell laces, boxes of 
blacking, and other wares, accord- 
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ing to his merchandising skill and 


capital. 
* 


* * 
Mar Hilfinger 


of Nettleton’s, Syracuse, N. Y., 
took a city friend to Tully Lake 
last week on a fishing trip. The 
friend knew nothing of fishing, 
but was rather anxious to try his 
luck and find out what it was all 
about. After a long silence in the 
boat the novice said: 

“Say, Mart, how much do these 
little red things cost?” 

“You mean the floats?” said 
Mart. “Oh, they’re cheap. Why?” 

“T owe you for one,” said his 
friend. ‘“Mine’s just sunk.” 
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— O'Hare, 


well known in the shoe craft, has 
accepted a position with the Bata 
Shoe Corp. of Zlin, Czecho-Slo- 
vakia, and is to leave in a few days 
for England, where he is to make 
his headquarters. Mr. O’Hare is 
to be chief executive of the diplo- 
matic corps of the Bata shoe con- 
cern and will open headquarters 
for the present in Great Britain, 
where he expects to be located for 
a time. He will be accompanied 
abroad by his daughter. 

Mr. O’Hare is one cf the best 
known shoe and labor men in this 
country, where for years he was 

















































































the general organizer for the Boot 
and Shoe Workers’ Union and had 
under his direction a large corps 
of men. 


. vw for men. 
A friendly bet has been made in 
Boston, the wager being that men 
will wear sandal style shoes in hot 
Summer weather, and that within 
the next two years. The man 
who offers the bet says that the 
men’s trade needs a sort of a shoe 
that men will wear during the 
Summer, and then will discard, the 
same as they discard straw hats. 
The sandal style, having a stout 
sole and an open work upper, will 
fill the bill. That’s his view. He 
believes that this mannish sandal 
will be started in fashion, not by 
manufacturers, but by shoe re- 
tailers who are eager to make more 
distinctive the differences between 
Summer styles and Winter styles 
for men as a means to sell more 
pairs of shoes. 





A poem in every pair, 
such as— 

Rings on her fingers, bells on 
her toes, health and happiness 
wherever she goes; by a young 
shoemaker in Frosinone, Italy, lost 
him his job because he was writ- 
ing verses on the inside of milady’s 
footwear. He was hired back, 
pronto, when his employers found 
out that women appreciated senti- 
mental poetry inscribed in the in- 
ner leather. Poetry made the 
footwear sell better. Believe it or 
not ! 


Md 
Heatth Shoes 
at Bargain Prices. Choose Your 
Size—Pick Your Style.” That’s 
the sign in a bargain basement. 
And the foot physician comments 
—“It’s like turning a patient loose 





MAN AND HIS SHOES 


—It’s quite true, as one authority re- 
cently stated, that a man customer never 
grows up. 

—He’s always interested in wheels that 
go round, in tricky gadgets, in new ideas. 

—Man has been a bit unselfish during 
the past year or so and has been more in- 
terested in doing and buying things for 
friend wife and the kiddies than in looking 
after his own needs and wants. 

—But man is human. He develops needs, 
same as every other being. In times of 
depression he hits the pavement more fre- 
quently and a bit harder than in normal 
periods—his shoes wear out quicker. Re- 
placement is soon the order of the day. 

—So, we argue that man will be in the 
market for more and better shoes this com- 
ing Fall and Winter. Attractive window 
displays, natty styles, honest advertising, 
will pull at his pocketbook. 

—Therefore, we urge upon our merchant 
friends the advisability of featuring men’s 
shoes more aggressively, more dramatically 
than ever before. 

—Man, the customer, never grows up. 
You can always catch his eye, intrigue him 
with new merchandise, new ideas. 

—Man will need new shoes this Fall. 


Sucs 6 THE, 


President. 





in a drug store and letting him 
pick his own medicine.” 
a 


Henry W. Cook 
of the A. E. Nettleton Company, 
Syracuse, N. Y., says: 

“No merchant can build a per- 
manently successful retail busi- 
ness unless, through quality, he can 
hold his customers for repeat busi- 
ness. Transient trade is desirable, 
but does not build for permanency. 
With quality shoes of known value, 
at their new low prices now with- 
in the reach of a very much larger 
market than heretofore, you will 
make many new permanent cus- 
tomers as well as loyal friends for 
your store, and AT A PROFIT.” 


* * * 


A presidency may hinge 
on a pair of usable feet. Gov. 
Franklin D. Roosevelt, legs or 
no legs, is doing everything pos- 
sible to dramatize the scope of 
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his physical activities. He flew 
from Albany to Chicago. He took 
a week’s cruise in a yawl. He 
swims like a fish in the water. He 
is doing everything possible to dis- 
abuse the American people of the 
impression that his partially par- 
alyzed legs may be a handicap to 
the performance of the duties 
of the President’s office. 
* * * 


Md 
J ump Shoes.” 


Some of those new shoes that are 
made of frog skin have won the 
title “Jump Shoes.” They'll be 
worn at the Olympic games in Los 
Angeles, not by the jumpers, but 
by some of the spectators. That’s 
partly for style and partly in trib- 
ute to Mark Twain. He wrote the 
famous tale “The Jumping Frog,” 
and thereby established a world- 
wide reputation for the tailless am- 
phibian as a leaper. The shoes, 
made up in the spectator sport 
styles, are handsome specimens of 
footwear. The pelts come from 
the Central American tropics, 
where the frogs grow big and 


strong. 
* * 






WOW Do {GIT 
THEM SHOES ? 








Een the 


amateur economist, having read 
that a farmer has to raise 1% 
bushels of oats to get money 
enough to buy a package of cig- 
arettes, prices being as they are, 
is now trying to figure out how 
many bushels of oats a farmer 
would have to haul to a shoe store 
in order to buy a pair of shoes. 
x * * 


A man’s good 


works often go on after him. 
Samuel Fisher, a Lynn shoe man- 
ufacturer, of some years ago, had 
a way of giving shoes to children 
in need of them. After his death 
the Lynn Rotary Club, of which 
he was a member, established th« 
Fisher fund, in memory of thei 
fellow member. This fund has en 








13° combining THE SHOE RETAILER, Aug. 13, 195° 














abled the Rotarians to distribute 
1000 pairs of shoes among poor 
children the past year. 

x * 


David B. Eisendrath, 


of Racine, Wis., recently took oc- 
casion to congraulate Al Ruby, of 
Chicago, as follows: “I feel sure 
that even during these times when 
the question of price seems to be 
paramount, you must have had 
considerable satisfaction in stick- 
ing to your ideals of quality mer- 
chandise, irrespective of price. 
The sooner more of us come to the 
realization that most cheap things 
are expensive, the quicker will be 


the road to recovery.” 
x * x 


The radio seems to go 
everywhere and ear-distance has 
been increased by short wave re- 
ceivers. The radio broadcast of 
the Boston Shoe Fair was heard 
at Cristobal, Canal Zone, and a let- 
ter comes from there in the “fan” 
mail. The Boston Fair manage- 
ment considered the timely broad- 
cast a most effective bit of pub- 
licity in spreading appreciation of 
good shoes everywhere. 

x * * 


Frank Butterworth, 


president of the Marion Shoe’ 


Company, Marion, Ind., urges 
merchants everywhere to fall in 
line with the action of the Marion 
Association of Commerce, which 
makes thirteen resolutions calcu- 
lated to reduce taxation. The thing 
to do is to pass along to everyone 
the following : 


“BE IT RESOLVED by the Board 

of Directors of the Marion Associa- 
tion of Commerce that it is the sense 
of this Board that the coming Special 
Session of the Indiana General As- 
sembly shall confine its efforts and 
activities entirely and solely to the 
enactment of measures calculated to 
reduce the costs of government in all 
governmental units from 331/3 per 
cent to 50 per cent and to the relief 
of all taxpayers in Indiana accord- 
ingly. 
“BE IT FURTHER RESOLVED 
that it is the sense of this board that 
no measure should be taken or laws 
enacted at said Special Session of the 
Indiana General Assembly which will 
create added tax burdens or new 
sources of revenue or that will in 
any way increase the cost of govern- 
ment or governmental units within the 
State of Indiana. 
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“IF YOU VALUE YOUR JOB 
AND WANT TO BE ABLE TO 
EARN A LIVING FOR YOURSELF 
AND YOUR LOVED ONES YOU 
MUST HELP WIN THIS FIGHT 
ON UNREASONABLY HIGH TAX- 
ES WHICH ARE KILLING BUSI- 
NESS. 

“YOUR EMPLOYER, YOUR 
FRIENDS, YOUR NEIGHBORS, 
all alike, are struggling to make enough 


- to save their homes, their incomes, 


their property, from the greed of the 
tax-spenders who alone are fighting 
to keep up this inexcusable waste.” 

x * * 


The Associated Farm 
Papers have made a survey of the 
buying capacity of the farmer. The 
report shows that farmers will 
continue to buy steadily and in- 
creasingly in the future, for the 
local money panics are about over. 

> Oe 


- ML 


The farmer is beginning to stand 
on his own feet, even though the 
crop and live stock markets are low. 

It was found that 19,106 farm- 
ers will purchase automobiles, 
135,974 will get tires, 56,863 in- 
tend to buy rope, 27,020 are in the 
market for radios, and 65,603 for 
fire insurance. This is but a glance 
at the list of needs in the five 
Western States covered. What 
this survey shows is that farmers 
are buying—not as much as in 
some other years, perhaps, but buy- 
ing on an amazingly wide and va- 





ried scale. Business is going on 
in the West, and a similar survey in 
any section of the United States 
would show a relatively lively trade 
condition. It is up to manufactur- 
ers and merchants, through adver- 
tising and salesmanship, to get the 
business, for the business is there. 


* * * 


Sassen years 
continuous service from a pair of 
shoes is a pretty good record in the 
opinion of John J. McElaney, vice- 
president of the Stacy-Adams Co., 
Brockton, who recently received a 
pair of shoes worn this length of 
time from the Drexel Shoe Com- 
pany at Omaha, Neb. The firm 
forwarded the shoes for one of 
their customers who declared he 
wanted another pair of soles and 
heels just like the original, as he 
felt confident the uppers would last 
at least another 10 years. 


* * * 


Csi shoes a gamble? 
May be so: An original retailer, 
of far away Australia, had a flyer 
toss a lot of single shoes from his 
plane. Any persons who found a 
shoe, and brought it to the store, 
could have the mate as a gift. 
Stern justice frowned on this en- 
terprising merchandising, sum- 
moned to court the shoe mer- 
chant, and on him imposed a fine 
of $15 for violation of the anti- 
lottery laws. 











THEY WAS BANANAS 
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ls Y'KNOW, FROM DOWN THE STREET, | THOUGHT 
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The Health-Ere in Children’s Shoes 


Yesterday the chief appeal was durability; 


Today it is price; 


Tomorrow it will be health 
As told to MURRAY C. FRENCH 


By HUGO J. BAUCH 


Vice-President, Ideal Shoe Manufacturing Co., Milwaukee 


i have been asked this question: 
What is the keynote of tomorrow's children’s shoe 
business? 

In reply I am tempted to quote Elbert Hubbard, 
who said, “Better to remain silent at the risk of being 
considered a fool than to open one’s mouth, thereby 
removing all doubt.” 

Industrial prophets are the laughing stock of the 
nation. Nevertheless, at the risk of suffering a simi- 
lar fate I shall give my views on this question. 

To me all indications point to the fact that we are 
on the threshold of the “health-era” in children’s 
shoes. By this I mean health will be the great out- 
standing “appeal” in children’s shoes, just as price is 
admittedly the big appeal today. 

This health appeal is nothing new. We have been 
calling it “fit.” But the health-era will carry the “fit” 
appeal farther. We shall talk in terms of keeping the 


foot healthy over a period of years, a lifetime in fact, 
not just the comparatively short life of one pair of 
shoes. 

To explain what I mean let’s go back a few years. 
Ever since we can remember there have been four 
“talking points,” or “appeals,” in children’s shoes. 
They are (1) durability, (2) style, (3) price and (4) 
fit. But each appeal has had its era in which the trade 
as a whole stressed that one idea, for the time being. 
above all others. 

Around 1900 durability was the big appeal. We 
talked wear, wear, wear! We sold thick, heavy, stiff 
soled shoes with coarse uppers. Every buyer speci- 
fied “plump stock” on his orders. Every new shoe 
had to be “broken in.” It was an era of thrift, and 
the customer’s satisfaction was measured in terms of 
days and weeks of wear. 

° After the war when short skirts forced style into 
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women’s shoes, children’s shoes began imitating their 
elders. It was style, style, style! Customers hounded 
retailers and retailers hounded factories for more 
style. In retail advertising style was the dominant 
note. 

Then in 1929 the tune changed and price swept all 
other appeals into the background. That story is 
fresh in every mind. It needs no elaboration. 

But every observer concedes that price has run its 
course. Its appeal is on the wane, so much so that it 
disgusts as often as it attracts. The time is ripe for 
a new appeal in the sample room and over the fitting 


stool. That appeal is health! 


W. are all so close to 


the shoe business that many of us have overlooked the 
marvelous development in children’s shoes during re- 
cent years. “Standard screw” construction is remem- 
bered only by the old times; nailed soles came and 
went; lasts have been entirely reworked; patterns 
have been developed so fit is a reality, not merely a 
catch-word ; the advent of better built stitchdowns has 
been a very great factor in the industry’s progress. 

All these improvements, mind you, have been made 
with only one idea in mind—to relieve foot suffering 
and to build up a nation of healthy feet, feet that will 
carry this young generation happily through to old 
age with few or none of the ills usually suffered by 
adult feet. 

What I am trying to bring out is that never, until 
now, has a “fit-health” era been possible. Never until 
now have children’s shoes combined flexibility with 
durability. Never until now have we had shoes suited 
to the needs of that great class we once called “grow- 
ing girls.” 

Today no shoe merchant need apologize for his 
children’s shoes—unless he is still promoting them 
through that fast waning appeal of price. Price shoes 
are price shoes, and let no man think otherwise! 

The health appeal, I contend, offers the retailer a 
far more enduring foundation for a permanent busi- 
ness than does any of the other basic appeals. 

Consider this: Durability, style and price are char- 
acteristics of the shoe itself. They are largely the 
same no matter who sells the shoe or why buys the 
shoe. The dealer, therefore, who stresses in his sell- 
ing durability or style or price is creating in the cus- 
tomer’s mind a desire that can he satisfied just as 
readily 1 some other store. 


But how different is the 
fit-health appeal! The shoe merchant who emphasizes 
the health angle builds for himself a mighty tower of 
good will in the minds of his little patrons and of 
their parents ; he sells himself, his store, his efficiency, 
his judgment, and his sincere interest in the future 
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health and happiness of the child. He sells something 
personal, something which the customer feels cannot 
be purchased elsewhere. 

In doing so he need not sacrifice style or durability 
one whit. You see I am not referring so much to the 
actual merchandise as to the kind of promotion put 
behind that merchandise. If a retailer becomes thor- 

[TURN TO PAGE 56, PLEASE] 












































No longer can it be truthfully said, 
“A man would rather take a licking than break in 
a new pair of shoes.” For all the arts of shoemaking 
are being used to combine a soft or unlimbered feel- 
ing with substantial wear. 

Many manufacturers are keen enough that the 
easier a shoe feels the instant the foot settles in it, 
the more readily a man customer will say, “I’ll take 
them.” Soft fitting shoes for men indicate a trend 
toward an increase of comfort, which means a defi- 
nite increase in pairage. 

Right here may it be definitely understood that 
the footwear in question does not refer to old men’s 
so-called comfort shoes, but styleful, good looking 
shoes acceptable to the well dressed man. 

There are four prime requisites necessary in shoes 
of this description, viz. : 

Good wood. Lasts must be right in fitting quali- 
ties. 

Good patterns. No binding or unnecessary full- 
ness when the shoe is worn. 

Good shoemaking. Careful fitting and making 
room operations. 

Good leather. Fine mellow calf and grain 
leathers for the heavier shoes, and soft plump kid 


and kangaroo for the real light ones. 
Last men, pattern makers and shoe manufactur- 








The plain toe blucher, 
this model of calfskin. 
Substantial, yet pliable. 
A conservative kid 
blucher freely bought 
by business and pro- 
fessional men. Mellow 
heather grain, flexed 
soles, pliable box toes 
designed for the 
younger men. 






Winter Shoes With 


“Inside” information on the com- 


bined results of good lasts, patterns, 
leather and shoemaking providing a 
new theme in men’s shoes. 


How some makers achieve that un- 


limbered feel 


Vv Vv VW 


ers who are considering this phase of the men’s 
shoe industry are taking into consideration the law 


that . 
“The foot is a better judge of shoe value than 


the eye.” 
A few shoe slogans bear this out: 
“All vou see is style, but all you feel is comfort.” 
“Blank shoes walks the first 10 miles for you.” 


A Man Wants To STEP right in a store and wear 
out his purchase with the assurance that he will have 
ease from the start. Shoes that look comfortable sell 
much easier than those which have a hard appearance, 
but it is the foot test which counts at the fitting stool. 


I; is the inside hidden parts 
of the shoe that give it that unlimbered feel. And 
there are many operations, all costing money, which 
go to give it sought-for ease. Some of these details 
are the pressing down of all seams, the manner in 
which the tongues are smoothly buried at the throat, 
good lasting and making shoes without any filler be- 
tween the soles. In this later patented process shoes 
are regular welt construction, but the innersole is 
not channeled, so that there is no lip. 

These operations cost a penny here, five to fifteen 
cents there, and so take the type of shoe being dis- 
cussed out of the sharp shooting or price class. 

LEATHER Is FuLLy As IMpoRTANT as shoemaking. 
With plump mellow leather of the better grades, it 
is possible to make a heavy Winter shoe that is fully 
as comfortable as a light weight Summer one. That 
- is something designed to make 
the younger men buy shoes with 
more keenness. 

There are two schools of 
thought in regard to the kind of 
sole leather a man wants under 
him. Some manufacturers still 
buy heavy innersoles and make 
them even more rigid by cement- 
ing a strong backing to the un:ler 
side. This gives a shoe a foun !a- 
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Summer Softness 


ANALYZE YOUR CUSTOMERS 


par age in the eastern group of Stetson stores, 
under the supervision of G. L. Harger, are being 
coached in the fine art of analyzing their customers. 
They are trained to say to themselves, ‘““What type of 
shoe will please this customer?” The minute a customer 
is seated before them, even before the old shoe is re- 
moved, the mental sizing-up commences. 

Back of all this, Harger believes that the fitting stool 
is the most important point of contact in the distribu- 
tion of shoes today. To quote him, “We can make 
the most beautiful shoes in the world, advertise them 
properly, display them attractively, but the fitting stool 
contact makes or breaks the sale. 

“It takes real salesmanship today to sell merchandise, 
so we are training our men along what we believe to 
be the best line of thought. There are more sales lost 
in shoe stores through salesmen not knowing what shoe 
‘to present first than from any other cause. 

The asking of very few questions, coupled with 
trained ability to size up the situation, makes sales that 
stick and are pleasing to the trade. This method 
eliminates turnovers and cuts down the return goods 
to a minimum. Since our insistence of this method of 
procedure, our returns have been cut down to a mere 
six per cent.” 





cccmeeeaee 


tion which lasts through its entire life, but it is tough 
on the foot which is obliged to do the necessary break- 
ing in. 

Other manufacturers are taking high-grade inner- 
soles and outersoles and flexing them, then making 
up the shoes without fillers. To make certain of their 
styles even more easy to wear, particularly the heavier 
calf and grains, a light weight chrome tanned box toe 
is used which has been processed so that it is flexible 
and pliable. 

Much of the recent interest in the blucher pattern 
is said to be traceable to this influence easy-to-fit foot- 
wear. Philadelphia, Boston, Chicago and the West 
Coast are taking to the blucher quite heavily for the 
coming season. 


No seams at the throat 
of the plain toe shoe 
and the light weight 
calf gives the eye ap- 
pearance of comfort 
and smartness. An all 
patent leather for 
street wear, having 
patented upper con- 
struction. A free fitter 
and a free seller. 
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“Be good to your feet and they will be good to 
you,” says one retail shoeman in his advertising to 
his men customers. And that is a good line of 


copy for any store. 


Constant research work has been changing the last 
industry from wood-working factories into sales 
building plants for the men’s trade, through better 
fitting shoes. Fit, after all, begins and practically 
ends with lasts. 

It is important that those selling shoes on the floor 
be told more about lasts. Shoes are and should be 
sold less and less by size markings and more and 
more by testing for models which fit. 

The right last gives both the manufacturer and the 
retailer an additional selling point for his shoes at a 
time when the whole industry needs new selling points 
to build customer demand. The consumer is only 
vaguely aware that lasts are used in making his foot- 
wear, but without lasts which are suited for the par- 
ticular shoe, the unlimbered appearance and feel 
would be absent. 

Lasts are being watched so as to give the men 
equal distribution of weight and correct posture, an 
important factor directly related to the all-important 


first-try-on good feeling. 









...Three Fashion Types 


Swagger Victorian In-Between 
Girl Girl Girl 









Shoe customers can be divided into 






three classes—the Swagger Girl, the 






Victorian Lady and Mrs. In-Between 










As the Fall season gets under way 
and the hot news of the Paris openings sizzles through 
the cables, two distinct fashions take form. One is 
the Swagger fashion. The other is the Victorian. 
And a third influence, which is not one or the other 
but a little of both, we have christened “Mrs. In- 
Between.” — 

Every season brings out two parallel fashions. 
Every season gives them new names. And _ these 
names, when you get right down to cases, are just 
different ways of saying THE TAILORED MODE 
and THE FORMAL MODE. They represent two 
types of dress, two extremes of taste. They are the 
sun and moon in the fashion sky. They stand for 
A.M. and P.M. Different as they are, they complete 
each other and belong together in the twenty-four 
hours of a fashion day. 

And different as they are, too, both of these fash- 





















The Swagger Fashion in shoes means sturdy 
lines and leathers:— 


The Monk Shoe, the Ghillie, the swanky Oxford, 
the tailored Pump. Calf, alligator, some frogskin 
leather, suede in combination, some service calf. 
Perforation details, thong lacing, tailored stitching. 
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Lead in the Fall Picture 


ions have a way of coming together in a betwixt and 
between type. In a fashion for average people, aver- 
age purses and average occasions.- Nobody ever 
talks much about Mrs. In-Between, because she 
doesn’t make such snappy conversation. But she does 
make money for stores. And so we like her looks 
very much indeed—thank you—this Fall! Let’s see 
if we can identify these three fashion types we are 
going to see walking down the street and—we hope 
—walking into shoe stores. Let’s see what shoes we 
should show them to complement these three kinds of 
costumes. 


The Swagger Girl is tailored and 
tweedy. If you will turn, for a second, to page 16 
of last week’s issue of the REcoRDER you will see her 
photographed. Looks quite English. No nonsense 
about her. (Or perhaps just a tiny bit of nonsense 
in the tilt of her hat.) Her coat has a free and easy 
look. When the swagger girl wears a suit it swings 
from the shoulders. Beltless. And these little swagger 
suits that sell for a song now in the stores are the 
early season “Ford” fashion for young things. (Have 
you seen the advertisements? Four piece suits, in- 
cluding 34 coat, skirt, sweater and matching hat for 
as little as $16.50.) 

Swagger fashion goes in for color. Bright reds 
and wine reds. Brown. Rust brown and rustic 
green. On her head she wears felt sailors, very 
severe and very smart. Or nonchalant little shapes 
of woolen fabric to match her outfit. And on her 
feet, swagger shoes. Shoes likes the ones shown here 
on the left hand page. The Monk’s Shoe. The 
Ghillie. The swanky Oxford. Sturdy shoes with 
smart sturdy lines. 

How will you know the Victorian style? Some 
people, by the way, are calling this influence “Ed- 
wardian,” after Victoria’s son, who, both as Prince of 

[TURN TO PAGE 61, PLEASE] 


The Victorian Fashion in shoes means formal 
— lines, leathers, and trimming details:— 


— The Dress Oxford, the Step-In, the trimmed Opera 
Stitching - oxford Pump, Some “‘T” straps. Kidskin, suede, combina- 
7 tions, some patent. Fine stitchings, fine lacings, 

little buttons, pipings, pleatings of leather. 
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HO killed boots? Who dealt the blow to high shoes that relegated them 

to the archaic past of shoe styles and raised low shoes to a year-around 
popularity? The accomplishment of this feat has been ascribed to Julius A. 
Goldberg, but he insists that it was the inevitable outcome of the wartime 
style trend. 

“There was no one person nor style that could have brought about such a 
radical change,” Mr. Goldberg says. “Fashionable girls simply recalled that 
Emerson was right when he said a pretty form was better than a pretty face 
and they refused to hide theirs by clumsy clothes cr high awkward shoes.” 
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My LIFE 


of ST 


Fifth Chapter of 
The Human Story of a Great Merchant 


As Told to Ethel Sherman Daniels 
By JULIUS GOLDBERG 


Md O . 

ur entrance into the war marked 
the beginning of the end of heavier clothes. Women 
entered industries and business. Smart society women 
drove war trucks, took care of the businesses their 
husbands had to leave. Skirts began their upward 
climb, corsets became girdles, and long Winter 
‘woolies’ left the picture entirely. 

“It was the silk shirt era, and even nice girls wore 
silk stockings, not only for party wear, but out on the 
street. In fact, one seldom saw cotton or lisle hose on 
anyone. Fine linen and nainsook underwear for the 
rich and cotton for the poor gave way to silk ‘undies’ 
for everybody. 

“Skirts were getting shorter and shorter. When 
they reached the height of the shoe tops, I knew the 
end of the high boot was in sight. The appearance 
of a woman walking down the street with a semi- 
short skirt, high boots, with an expanse of stocking 
between was too incongruous for me or any one to 
picture, yet the disappearance of the boot was gradual. 

“Still skirts continued to grow shorter and clothes 
became fewer and fewer. Corsets were discarded en- 
tirely and neither the hot tirades of the reformers who 
shouted the world was headed for perdition, mor the 
cold blasts of Winter would force the fashion leaders 
to go back to heavier apparel. I felt that the knowl- 
edge of a beautiful ankle well displayed, would be 
sufficient to offset any cold winds on that foot, so in 
the Spring of 1920 we sold out all of our high shoes. 


wat: : ' 
he following Fall our entire 
line of shoes did not include one pair of high shoes, 


nor were there any left in any of our stores. In- 
stead we introduced to our clientele, the simple one- 
strap shoe with all over diagonal stitching and the ex- 
tremely long drawn out toe. These, with oxfords, ties 
and pumps with the large Colonial buckles were the 
outstanding styles of this trying season. 

“The demand that Fall for low shoes substantiated 
my foresight in predicting the death of the higher 
boot. You can see, however,” Mr. Goldberg in- 
sists, “that there were too many agents responsible 
for this fashion, for any one to claim the honor. 
Where my influence might have affected this change 
was in my constant stressing to our trade the beauty 
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of a graceful ankle in a beautiful stylish /ow shoe.” 

Mr. Goldberg refuses to predict to anyone what 
will or will not be fashionable to footwear in the fu- 
ture, but he is vehement in his wish and belief that 
the high shoe will never return. 

“Women now appreciate the beautiful effect of low 
shoes with silk stockings,” he says, “and even now 
with the longer skirt styles, I scarcely believe any- 
thing will bring back high shoes again. A womat 
enjoys the appearance of her foot, the trimness of 
her ankle and the shape it gives her limb that only 
low shoes can give her. The freedom of her ankle 
also insures these pretty styles for women.” 

Mr. Goldberg believes that many retailers who did 
not sense the coming of the low shoe and suf- 
fered from the radical change, ultimately enjoyed the 
idea of carrying a twelve-month style. 

Less and less material was gradually being used 
in the shoe body. Just a few years after high shoes 
for Winter gave way to low shoes, O’Connor & 
Goldberg started cutting still more. 

“It was a daring move to deliberately make holes in 
leathers,” says Mr. Goldberg in telling of the origin 
of slashing shoes, “but we put the style over in a 
most successful manner.” 

“When oxfords were shown for Spring in 1922 I 
felt as though they were too warm looking for Spring 
and Summer and so I conceived the idea of leaving 
the tongues out. I also had them slashed and one 
and two ties became fashionable. These were intro- 
duced in patents, moroccos and pastel shades in kids, 
which made an exceptional selling article and a color- 
ful display. It was the beginning of slashed shoes, 
which in a highly increased degree is still in use in 
the sandal.” 


‘le fame of the firm of 
O’Connor & Goldberg was rapidly spreading and 
they began to open new stores. How well the firm 
was known can be understood by this incident of the 
way. 

A soldier, named Jake O’Connor, picked up a wire- 
haired terrier in Chicago, when the regiment was 
getting ready to leave. The hoys of Battery B of 

[TURN TO PAGE 58, PLEASE] 
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The Watch-dog on Expenditures 


— is the 


business that has a watchdog on con- 
stant duty, to prevent leakages 
through unwarranted expenses. 
Doubly fortunate is the business 
that has had such an individual con- 
serving the assets during normal 
and prosperous times, for that or- 
ganization usually has reserves set 
up. Here and there, throughout the 
country, we find organizations of 
that type, weathering the storm with 
the least amount of disturbance to 
the efficiency and general operation 
of the business. 

Now, to make sure that some ef- 
fective steps are taken to curb gov- 
ernmental expenditures, a group of 
far-seeing men have organized the 
National Economy League. This 
group of business men, non-political 
and non-partisan, hopes to operate in 
good times as well as bad, as a con- 
stant reminder that tax money must 
be wisely spent and properly ac- 
counted for. The irritation of in- 
creased taxes will make this league 
very popular, providing it functions 
as a check to unwise expenditure 
and also providing it vehemently op- 
poses unwarranted appropriations. 
The sources of revenue of national, 
state and local governments will not 
yield the same flow of money as in 
the past. As a result, legislatures 
everywhere will be particularly keen 
in their next sessions to devise new 
methods of revenue. 

Not only is there a national sales 
tax “in the wind,” but several of the 
states have definite ideas for new re- 
tail sales taxes. The contention is 
that the probable national sales tax 
will be collected at manufacturing 
sources and that this leaves the field 
wide open for the imposition of a 
tax on retail volume for state use. 
Such extra taxation should be the 


first subject for consideration by the 
National Economy League. Its 
function should be advisory super- 
vision of not only public expenditure 
but a scientific analysis of fund col- 
lection. A nation-wide organization 
cannot be expected to become more 
than a clearing house in facts, ideas 
and opinions on economy in public 
affairs. This clearing house should 
develop very definite conclusions to 
transmit to business men and tax- 
payers all over the country. 


No country on the face of the 
globe has the self-complacency of 
America when it comes to the sub- 
ject of tax levies and governmental 
budgets. New York City is now en- 
joying the travesty of permitting 
city employees to vote as to whether 
or not they will accept a wage reduc- 
tion. The ballot shows that city em- 
ployees do not care to voluntarily 
reduce their income by 8% per cent 
or the equivalent of one month’s in- 
come. In other cities and towns the 
duly elected officers representing the 
people and taxpayers officially vote 
and designate wage economies. Then 
in business-like manner the workers 
are informed of the wishes of the 
government and action is taken just 
as if it were a business rather than 
a bureaucracy of city employees. 


Now is the time for righteous in- 
dignation to express itself against 
unwarranted extravagance in city, 
state and national expenditure. The 
elections are just ahead and the re- 
wards of office should go to those 
who have demonstrated or give 
promise of business ability. Indi- 
vidual businesses hire new workers 
with the expectations of greater ef- 
ficiency, operation and ability. In 
similar fashion, we need to select 
public officials with a view of rating 
them for their capacity to operate 
and maintain a business of govern- 
ment rather than because of hearty 
good fellowship or campaign bally- 
hoo. 

Standards of living must go no 
lower. In Europe, one of the posi- 
tive deterrents in normal living is 
the high cost of government and the 
debts of past wars. Taxation can 
be made in this country such an irri- 
tant as to adversely effect the course 
of business and all standards of liv- 
ing. 
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Scout Footwear 
Sells Freely 
to Non-Members 


Oita 
Boy Scout 


Official Boy Scout No. 52 


Boys’ Brown Elk Moccasin 
Service Blucher, Grocord 
Sole, Rubber Heel, Welt, 
Scout Last. 


The line contains all other 
Official patterns. 
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INCE the Brown Shoe Company 

and its associate, the Central Shoe 
Company, have been licensed to man- 
ufacture the OFFICIAL Boy Scout 
and OFFICIAL Girl Scout Footwear, 
many boys, girls, men, and women, 
not members of the Scout organiza- 
tions, are buying the Official shoes. 


That is because retailers every- 
where have seen the advantage of the 
new arrangement which permits (if 
desired) stamping the shoes with the 
trade-mark “Buster Brown” or 
“Central” in addition to the Official 
emblem. These familiar trade-marks 
are accepted by the public. 


Official Scout Footwear is a small- 
investment, quick-turning item, allow- 
ing a very satisfactory mark-up. Stock 
these Official Shoes—announce that 
you have them. You will attract extra 
business—new customers. Write for 
catalog or see the Brown Shoe or 
Central Shoe salesman. 


Licensed by the Boy Scouts of America to manufacture 
the Official Boy Scout Shoe. 


Licensed by Girl Scouts, Inc., to manufacture Official 
Girl Scout Shoes with the PED-A-PIVOT feature. 


Brown Shoe Co. 
Central Shoe Co. 


MANUFACTURERS ST. LOUIS 
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Girl Scout 


S n oes with 
the PED-A-PIVOT 
FEATURE 


S: = 


Official Girl Scout No. 11 
Girls’ Coffee Elk 8-inch Moccasin 
with Ped-A-Pivot feature, Flex-Dri 
Outsole, 1-inch Rubber Top Heel, 
Welt, Moccasin Last, 


Official Girl Scout No. 12 
i? Smoke Elk, Grey Rubber 
Sole. 


. The line contains all other Official 


patterns. 





An Arcade Children's Shoe Store 
That Runs 
Itself 


a simple rules 
have proved to be sufficient for Ernest B. Cook in 
the operation of his Children’s Shoe Store, an arcade 
shop, located in West Palm Beach, Florida. 

Rule No. 1 is to buy everything possible from one 
source. 

Rule No. 2 is to keep his warehouse on the train 
between his store and the factory. 


5 selecting his source 
of supply, Mr. Cook chose a nationally advertised 
line, one that maintains a good in-stock department. 
This is quite necessary, he states, for the successful 
operation of both his well tried rules. In the first 
place he claims to have the advantage of their well 
known trade marks and the many other advertising 
helps which go to the tieing up with practically one 
concern. This, too, serves him in good stead in that 
it insures the very best possible service on all orders. 


Res are ordered 
in as small lots as possible, but they are ordered fre- 
quently. “Almost daily,” confided Mr. Cook, “for 
this enables me to display a full range of styles in a 
small store and with a minimum inventory. 


“There is no mystery about what 
we are doing; we are just running 
a shoe store,” says Ernest B. Cook. 
How he merchandises, develops 


loyalty and pleases parents. 


“The part of my business in which I take the most 
pride,” he continued, “is the loyalty of my customers. 
I started out on the idea that my store was to be a 
Children’s Shoe Store, attractive to children and run 
primarily for them. Every child that comes in, 
whether they buy or not, gets a souvenir. When they 
buy, they become members of our store club. There 
are about four hundred regular members in this or- 
ganization, but they are more than just ‘club mem- 
bers,’ as we have made them our friends as well. 
They know us by name and we know their names just 
as well. You have no idea how nicely this works out 
to the advantage of all concerned, for the children 
appreciate being recognized. 

“ALL THE CHILDREN have membership cards which 
are kept on file at the store. These cards are ver) 
valuable to us in that they have a record of the vari- 
ous purchases. Every dollar purchased is a ‘point’ 
toward the club prizes. Most everything that a boy 
or girl wants is included in the prizes, toys, games, 
athletic goods and scouting accessories are of cours« 
the most desired. 

“About once in two years we have a big party. 
That always means a big reception with a show at one 
of the theatres. Enough stir is made at these parties 

[TURN TO PAGE 62, PLEASE | 


Boot AND SHOE RECORDER 


combining THE SHOE RETAILER, Aug. 13, 19°: 





lambskit 
gives th 
saugger 


As a sock 
pleasant | 
ally sav 


. 





CO 


A 
combini 


lambskin as a quarter lining 
gives the shoe a smoother, 
snugger fit at the heel line. 





Asa sock lining it is easy and 
pleasant on the foot. It actu- 
ally saves wear on hosiery. 











And as a heel — g in either 
men’s or women’s shoes it 
makes a softer tread. 
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tT FEE 


Hot Feet—the cause of so much trouble! Yet so unnecessary, so easy 
to guard against. Look to the linings of your shoes. Here is the 
first essential of cool comfort and real foot health. Remember, the 
lining lies right against the foot. At this important point, no suit- 
able substitute for leather has ever been devised. And Lambskin, 
so soft, so cool, so pleasing, has all the leather characteristics which 
make it ideal. Guard your customers against ‘‘hot feet’’ by order- 
ing your shoes with Lambskin Linings. It is safest to do so—your 
manufacturers will approve it—and at present market prices, it is 
economical, too. 


* ; * * 
Remember these Facts about Lambskin 


It is porous and absorbs moisture in a way that no harsh, synthetic product can. 


It is soft in texture, yet strong and durable. 
It allows the foot to breathe—it is cool and comfortable. 
And, of course, it is available in all fashionable colors. 


LAMBSKIN TANNERS ASSOCIATION, Inc. 





COOL AND GLOVELIKE ON THE FOOT 
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OTHER 


.» » PEOPLE'S 


By HARRY R. TERHUNE, Field Editor 


I n a letter to customers, 
Van Buren-Trufit Shoe, Inc., New York City shoe 
store advised of a new price level. The letter further 
said, “In line with this policy. we have discontinued a 
considerable number of shoes which we are now offer- 
ing at $7.85. These are fine shoes which formerly 
sold from $10.50 to $14.50. Examine the following 
chart. If your size is checked off, we have your size 
in stock, 
“Come in for an early selection. 
bargain. 


This is a real 
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“If we had cut prices on shoes, it would have been 
necessary to offer at least a 30 per cent discount from 
regular prices. As things worked out, our regular 
prices were not disturbed by a sale. I really believe 
we sold more shoes through the offering of bags than 
we would have done by slashing prices. Altogether, 
we are well pleased with the results and found it to be 
a novel method of selling more shoes.” 


*& * * 


Ewen when it is 102 in the 
shade—and very little shade at that—the shoe boys 
have some good ideas on how to make the business 
a little more profitable, as witnessed by what I. Good- 
man of Laredo, Tex., told me. 

“With everybody wearing white shoes and buying 
a second pair, a little stunt we pull often and success- 
fully is to take the old shoe, hand it to the porter, or 
another clerk if he is not busy and clean it up for the 
customer. The customer is always pleased to see her 
white shoe all cleaned. 

“The next step is to slip off the other shoe so that 


IDEAS 


the cleaning job may be completed. This query al- 
ways comes: ‘What kind of polish did you use?’ 
What an opening that gives us! The sale of the 
polish is made, besides making the customer happy. 
Another factor in this little game is while we are 
having her shoes‘cleaned, the customer is being agree- 
ably detained and so is willing to give more time and 
thought to her purchase. With the present economic 
condition wherein people are forced to buy something 
which fits their pocketbook rather than their fancy, a 
store of any type, can do much to retain confidence 
by continuing to render service.” 


*x* * * 


‘lew is only one way to 
fit any certain last correctly. And if left to their 
own resources, no two salespeople would fit the same 
last in the same way. Even keen proprietors of shoe 
stores who are on the floor practically all the time 
have been known to misjudge the fitting qualities of a 
last, as witnessed by the following true story: 

Tom, Dick and Harry were three shoe buddies. 
What one found was good in either methods, mer- 
chandise or men, was at the disposal of the other. 
Tom heard of the success Dick was having with one 
last which was touted as an exceptionally free fitter. 
Harry, too, had been selling this last very advanta- 
geously for several seasons. Tom put in a few shoes 
to try them out, but they went sour on him. Neither 
he nor his men could make them fit. 

Tom complained to Dick, who in turn told him 
something was the matter with the fitters and not the 
shoes. To prove to his satisfaction that the shoes 
were O. K., Dick drove 150 miles one day. He found 
that Tom’s salespeople were fitting the last from 1 
to a whole size short. They were fitting the feet long 
enough, but were not giving the last sufficient 
length. Proper fitting made the shoe the same big 
seller in M. as it was in S. and J. 

All of which proves it is the duty of the manage- 
ment to discover personally the right way to fit each 
last in his store and to insist that every person selling 
shoes fit these lasts in one certain specified manner. 
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REGISTERED 


LININGS 


*““FOR COMFORT** 


Of all Lambskin lining leathers NU-PROCESS 
is most widely known for its smooth, cool com- 
fort—for its durability—and for its economy. 
Many leading shoe manufacturers prefer 
NU-PROCESS LINING LEATHERS—lamb- 
skin, sheepskin and glazed kid—because of 
the extra value which these leathers assure. 


L. H. HAMEL LEATHER CO. 


Specialists In Lining Leathers 
TANNERY AT HAVERHILL, MASS. Pe Cn 
BOSTON SALES OFFICE: 164-168 SOUTH ST. Am F os 
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A stunt pulled by Heberling’s 
Warrensburg, Mo., recently made a great hit with the 
country people who were in town the day it was tried. 
Adolph Heberling, relating the idea, said: 

“We got a nice Jersey cow, put a cowbell on her 
and tied on a banner which read: 

“ “HEBERLING’S 
““FOR THE BEST SHOE VALUES IN TOWN 
“*THIS IS NO BULL’ 






















“A boy led the cow all over town and as the same 
wording was on either side of the animal, everybody in 
town read our message. The boy had not been gone 
30 minutes when the customers started packing our 
store and we could not wait on them. We never 
dreamed that we could get such results from such a 
primitive sort of advertising.” 


* * x 


Raiph A. Miller makes a very 
conservative statement when he said that a store can 
do 10 per cent of its promotion from the fitting stool. 
This Longmont, Colo., shoe merchant believes this is 
one of the minor details forgotten in most shoe stores. 
If he should put the figure at 50 per cent, I doubt if 
many would have taken issue with him. 

An example he cited: “I sold a lady a pair of white 
regent pumps. After I had completed the sale, she 
was shown a Summer oxford, but informed me that 
while she liked the oxford, it was not her intention to 
buy any more shoes this Summer. However, three 
days later she returned to get the oxfords. After she 
purchased them, she bought a new sport dress from a 
dry goods store. So, I not only made an extra sale 
myself, but helped my neighbor by a mere suggestion 
from the fitting stool.” 


28 ° 








Now that it is that season of 
the year when it is somewhat of an effort to think up 
ways of stimulating the retail trade, particularly in 
interesting men into buying shoes, the experience of 
William K. Jacobson is well worth considering. In 
the opinion of this energetic shoe man, who operates 
the shoe department in the Capitol Clothes Shop, 
Cincinnati, a shoe retailer can get some wonderful 
returns through the giving away of shoe laces. This 
is no new idea, for it has been practised these past 50 
years at least. 

Jacobson tells me his procedure is to mail a pair 
of laces to his trade three months after the purchase 
of a pair of shoes, sending the proper lace to go with 
the last shoes bought. A record is kept of all sales, so 
he knows the precise lace- to mail. This causes the 
recipient to know that the laces were meant for him, 
so the accompanying letter has a more _ personal 
touch. 

Compliments come in every day; even wives stup 
in to tell us their husbands appreciated the laces. 
One local merchant went out of his way to inform us 
that this was the most practical piece of advertising. 
He said he was selling stoves, but he would never 
think of sending a customer anything or calling 
them up. 

The letter mailed out reads: 
“Dear Sir: 

“We're thinkin’ it’s about time for a new pair of laces in 
those shoes you purchased from us a while back; so here 
they are with our compliments. 

“By the way, are your shoes giving you the kind of shoe 


comfort and service you. expect? If not, tell us about it. 
“We'll be glad to see you and serve you again.” 


* * * 


“| am a firm believer in T. O.'s, 
but my own way of T. O.’s is somewhat different,” 
says Al Reiss, manager of the Birmingham, Ala., Dan 
Cohen shoe store. “Every T. O. must be given me 
or my assistant. In all cases we simply go to the cus- 
tomer with the salesman and help him finish the sale. 
Surprising the number of sales which may be saved 
in such a manner, to say nothing of the expressed cus- 
tomer appreciation for the helpful suggestions. If 
by chance we are both busy, and a salesman is avail- 
able, he is used in the same capacity. 

“Complaints are trying the patience of all of us. 
They seem to be getting more unreasonable all the 
time. In spite of this apparent endeavor to put some- 
thing over on a store, I do the very best to satisfy 
them. When a complaint is referred to me, I either 
give a new pair of shoes or repair them. A customer 
is never sent out empty handed, even if it means a 
loss to us, for our rule is that the trade must be satis- 


fied. 
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CONSISTENT REPETITION OF THEIR 
VALUE STANDARDS 


M. A. PACKARD 
SHOE CO. 


ARE STEADY USERS OF RUBY KID 


The many successive years in which M. A. Packard Co. have steadily used 
RUBY KID in their “ARCH-AID” line of men’s shoes tell an obvious story—for 
Packard value standards are well known. 


Long continued cooperative service, such as RUBY KID has enjoyed in Packard 
ARCH-AID shoes is won only through consistently delivered satisfaction. 


RUBY KID IS A DEFINITE SALES INFLUENCE 


JOHN R. EVANS & CO. Standardize on 


CAMDEN, NEW JERSEY 


PHILADELPHIA, PA. 
BOSTON CINCINNATI 


ST. LOUIS MILWAUKEE 


Cvans. Brando 
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Revolutionary Changes in Sprint Shoes 
Due to Interest of Shoe Merchants 


Wat a year for achievement 

in sport. The Olympiad at Los Angeles has thrilled 
the world with its spirit. Record after record has 
been broken and new marks set up for future gen- 
erations of athletes to beat. Some say that we have 
reached the limit of physical endurance and that from 
now on there will be slight changes in 
the world’s athletic records. It may be 
so, but there is opportunity for im- 
proving the equipment of the athlete. 
Such a simple thing as the running 
shoe itself may by its correction be- 
come the instrument in even better 
world’s athletic record-making. 

Here is what one shoe merchant has 
done in making the running shoe more 
useful and more efficient: Several 
months ago Ralph Metcalfe, the 
sprinter, came into the S. J. Brouwer 
Shoe Store at Milwaukee for a pair of 
every-day shoes. In the course of 
conversation with Mr. Brouwer he 
said: “Every time I run my feet 
hurt me so that I take off my sprint- 
ing shoes immediately on finishing the 
dash.” 

Mr. Brouwer took a fluoroscopic 
X-ray of his foot and found practi- 
cally every bone in the front part of 


his foot distorted out of normal position. The second 
and fourth toes rode on top of their neighbors. The 
athlete then brought his sprinting shoes in for a simi- 
lar examination. The illustration shows the position 
of the foot in the original sprinting shoe. 

[TURN TO PAGE 58, PLEASE] 





Ralph wetcalfe'e feet in ordinary srrinting ehaee - 
i. Hote position af toes, 

2. Note position of spikes in relation to mones of feet, 
3. Nate dinding of toes. 

4%, Gompare with picture below, 














ating ehoe « 


> ition of ee in relation 
3. Note @preading of toes, 
&, Compare with nicture above, 


to bones of feet, 








Above—The traditional sprint 

shoe with its misplaced spikes 

and its sock-like forepart, as 
used for generations. 


Left— The improved sprint 

shoe with room for every toe 

and spikes placed under bones 
instead of between them. 
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RETAILING AT *4 anp °5 


So report hundreds of Natural Bridge dealers from coast to coast. They 
ascribe various reasons for the steady turnover which in the end spells 
profit. As a matter of fact, it is the combination of all desirable qualities 
which makes Natural Bridge shoes profitable. 


In the first place Natural Bridge shoes are priced in the bracket which 
most women expect to pay for good shoes. Many shoes in this range fall 
far behind Natural Bridge in material quality—none surpass them. 


Next, this line has the selling asset of style. In the 95 numbers available 
from stock, are styles to completely cover the basic needs of every merchant. 


Complete ranges of sizes and widths from stock made easy fitting a 
certainty—and rapid turnover on a small investment. 


Lastly—comprehensive consumer advertising is constantly developing 
new buyers, and reminding present wearers of the advantages in Natural 
Bridge shoes. This means a steady flow of business—and a constantly 
growing volume of repeat sales. Natural Bridge shoes are noted for their 
ability to stay sold. 


Briefly, these are the reasons why there is profit in Natural Bridge shoes. 
Every merchant can well afford to investigate the possibilities and advan- 
tages in the Natural Bridge agency. 


AN 
Adella The Baldur 
Style 4600—Patent Leather Style 4002—Black Kid Style 4622—Black Kid 
Style 6418—Brown Kid Style 4005—Brown Kid Style 4623—Brown Kid 
Style 4619—Black Kid 14/8 Leather Heel 14/8 Covered Wood Heel 
17/8 LXV Heol AAA to D—3 to 9 “ AAA to D 3 to 9 
AAA to € 3 to 9 83.25 
$3.27 








A DIVISION OF 
CRADDOCK -TERRY CO. 


y 


WA 


- A 
Good to the Dealer 


GINIA 
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xfror 
lead the Fall Parade 


In keeping with tailored lines and 


i 
oxfords that take first place in ws 
megs of Ren nee! fashions 

new Their iain 
ed edhe pe toes, and protecting 
soles are all style points whose 
comfort you'll appreciate. Stop in 

and see new arrivals. 


SHOE STORE 














Wise Mothers come to (Store Name) for School Shoes, 

because they know the economy of quality. 

terials, honest workmanship, 

—all ate certain in our shoes, Boy careful ia that 
assures correct support for growing feet 









With the New 
Drape Suits 
































Good ma: a 
wear—VALUE eee 1é 
Wing Tip Shoe 
Is Very Smart 





(Descriptions and Prices) 











; ro Cent letter postage rates 
will influence many stores to use postcards for their 
direct mail campaigns. With competition keen, the 
need for making your postcards extra-interesting be- 
comes very important. It can be done without great 
expense, if thought is used in planning. 

The layout must be attractive and neat. When the 
card is printed it is best to use a good illustration to 
catch the eye and encourage the recipient to read 
your message. If a campaign of several pieces is 
planned, a colored border, a tint block, or a distinc- 
tive layout should be used to give continuity. 

The tint block—a flat screened cut used to lay a 
flat soft tone of color over the entire surface of the 
card—is an inexpensive method of getting a distinc- 
tive effect. The message is printed or multigraphed 
in another color. 

A hand written message is effective. A cut can be 
made and the written message printed, where quan- 
tity permits. If desired the names can be filled in 
to match; thus the card becomes quite personal. The 
one who writes the message for reproduction should 
address the cards. 

A reverse engraving will show the message in white 
against a background of the color used for printing. 
This has good attention value. 

The message should be brief and to the point, but 
not so deleted that the selling value is impaired. It 
is said that John Wanamaker used to write his famous 
editorials on the backs of ordinary envelopes. Limit- 


Postcards 
Are Still a Penny 


Plenty of publicity possible thru a good 


mailing list and a weekly postal reminder 





This ts the Style of shoe Hat 
is smartest — others may like 
the new Straight tip with cen 
punching. BetRare shown m 
rich browns for Fall. We ale 
have spats—whichwill be us 
wiuch With d rape Suits, late, 


STORE NAME 




























ing the space available tends to shorten the message 
written. 

Another practical way to obtain brief copy is to 
write a letter. Usually the first paragraph or two 
can be dropped out because the real message begins 
further down. Thus a short, pointed message is 
ready. 

Planning your newspaper ads so that they can be 
reduced to postcard size gives an interesting effect 
and a good tie-up. The type in the original ad should 
be large enough so that it is readable in reduced size. 

When a postcard message is intended to tie up 
with a particular newspaper ad in a campaign it may 
be gained by using a small size of the illustration 
appearing in the paper. Sometimes part of the cut 
can be sawed off with good results. 





















Having your mailing list up-to-date 
and classified is very important. Aside from waste, 
sending a special message by mail to someone who 
would not likely be interested is bad business. For 
example, a card about school shoes to a woman having 
no children of school age would leave a bad impres- 
sion. Better leave such message to the newspapet 
when you are not sure of your mailing list. 

No store is too small to use postcards. Low print- 
ing costs make them practical for even a limited list. 
If a very small number of cards is needed, they cat 
be written in long hand, or typed. 
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Just What Does Spectal. Measurements Mean? 


Most shoes are built on standardized lasts de- 
signed to fit average feet. They cannot fit hard-to-fit 
feet because hard-to-fit feet are different-from-aver- 
age feet. Special Measurements shoes fit hard-to-fit 
feet because, although they are of standardized pro- 









: : : Special Measurements 
portions in length and width, they are made with Shoes have special 
zs - ‘ “different-fro m-average- 
“average-foot” measure- special, different-from-average measurements atthe foot” measurements 


Ordinary Shoes have 
only one standardized 








ment here for each size. here for each size. 





waist, instep and heel. 





















years have made the higher priced lines of Wilbur Coon shoes famous 
for their exceptional fitting qualities. Built them with reinforced seams 
and taped quarters. Built their shape into them to stay by keeping them 
on the lasts for at least eight days. 






Special Measurements will win for you the business of women who 
are now dissatisfied—because they have learned that they can’t be fitted 
properly with just SIZE and WIDTH. And once you fit these women 
with Special Measurements, they stay with you as your customers, and 
tell their friends about the perfect fitting qualities of your shoes, 
because they can’t be fitted properly anywhere else. 

The Special Measurements line is carried IN STOCK in 19 up-to-the- 
minute Goodyear Welt styles, in widths from AAA to EEE, in all sizes 
from 332 to 10. Yes, we mean it. In stock, right here, ready to ship 
the day we get your order—which means more frequent turnover, less 
money tied up on the shelves, more profit for you. 
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Get the full facts about the features of Special Measurements now. 
Mail the coupon for descriptive catalog and complete information today. 
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(Check below if you want to see samples) 
0 Also send salesman with complete sample line. 





ROCHESTER, N. Y. 
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< Made-to-Measure Fit 


in Ready-to-Wear Shoes 
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Plans for Unemployment Relief 








How far should the State go in the passing of legisla- 
tion dealing with unemployment relief? Is it the function 
of the Staté to prepare safeguards against the conse- 
quences of unemployment through unemployment re- 
serves. First of the States to provide legislation in that 
direction is Wisconsin. 

We tell what the proponents and opponents think of 
the measure. Next week we will explain the New 
Hampshire plan, which recommends the flexible work 
day and week as one of the keys to open the door for 
reemployment of more men and women. 

These articles are of prime and timely interest, 
particularly with other States considering compulsory 
unemployment relief legislation. 


ie January, 1932, Wisconsin 
adopted a State system of compulsory unemployment 
reserves with the provision for exemption if employers 
having a total of more than 175,000 workers either 
guarantee steady employment or adopt satisfactory 
systems prior to June 1, 1933. If the employers 
arrange for the exemption the compulsory plan will 
not go into effect. In the meantime six States, Con- 
necticut, New York, Ohio, Pennsylvania, New Jersey 
and Massachusetts, are considering adoption of laws 
similar to the Wisconsin act. 

Briefly stated, the Wisconsin act establishes a com- 
pulsory system of unemployment reserves but an em- 
ployer may be exempted by the State by either guar- 
anteeing annually 42 weeks of 36 hr. each to each 
eligible employee or by installing a satisfactory volun- 
tary system of unemployment benefits. The act goes 
into effect July 1, 1933, unless before June 1, 1933, 
employers having an aggregate payroll of 175,000 
workers take advantage of the exemption clause, that 
is adopt a voluntary system. 

After the act goes into effect, voluntary plans either 
for unemployment benefits or for guaranteed work 
may be adopted after that date, and those adopting 
such plans will be exempted from the compulsory plan. 

Farm labor, domestic help, relief projects, public 
officers,-school teaching, salaried public jobs, railroad 


40 


What the State of Wisconsin adopted 


to establish employment reserves 


Vv Vv VW 


and logging work and part-time work ; and employers 
of less than 10 are not included in the act. Noi 
eligible to benefits are those who have not worked in 
the State for 40 weeks, those who receive over $1,500 
a year or those who have not lived in the State for 
two years. 

The law provides that each employer must pay to 
the State treasurer 2 per cent of his payroll (not in- 
cluding those paid $300 a month or more and those 
guaranteed $1,500 a year in advance). Administra- 
tion cost is an extra 0.2 per cent. 

An unemployed man must wait two weeks after 
which he will draw, with a limit of 10 weeks in a 
calendar year, $10 a week from the appropriate em- 
ployer account in the State treasury. But only so long 
as he does not refuse to accept suitable employment. 
An employer’s account is not liable six months after 
the man has left him nor if the man had worked for 
him for two weeks or more. Payments are to be 
taken from the account of the last previous employers 
in the ratio of one week’s benefit to four weeks’ em- 
ployment. 

Benefits are barred by voluntary quitting without 
cause, illness, trade dispute or act of God. As the 
reserve per employee grows contributions are lowered 
from 2 per cent, and benefits are scaled down if the 
reserve per employee drops. 

Local employment offices and district appeal boards 
are established under the Industrial Commission which 
must approve all voluntary plans. 


A plan of this kind cannot 
be advanced without objections being raised. The 
fear of future liability has its effect on the minds of 
employers and they will seriously count the cost of 
taking on additional men and therefore some hold to 
the opinion that the law will actually hinder the spread 
of employment and thereby prolong periods of de- 
pression. 

Still others point to this law as an entering wedye 
and fear that provisions of the law will be stiffened «s 
time goes on. Another objection is that an unem- 
ployed man need not accept new work unless it is su't- 
able and “suitable employment” as defined in the law 
is difficult to interpret because of exceptions and limit- 
Therefore it is claimed that an unemployed 


ations. 
[TURN TO PAGE 58, PLEAS!’] 
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NATIONAL NEWS. 





>» HOW’S BUSINESS 








Plants Running Good 


MILWAUKEE, WIs.—As_ local shoe 
manufacturing plants get under way 
on full runs a bettering of general 
business conditions is looked forward 
to by these firms. Some of them al- 
ready are operating at high produc- 
tion rates, while others are preparing 
to increase their schedules as the result 
of recent orders and inquiries. Another 
heartening aspect of the shoe manu- 
facturing business is the recent 
strengthening of leather prices, as- 
suring retailers of protection against 
further declines in the prices of the 
finished product. 

Charles D. Ortgiesen, president of the 
Ideal Shoe Manufacturing Co. stated 
his firm is “going a little better than 
a short time ago.” Ideal now has 
employed about 600 workers, with one 
factory on a five-day week, and the 
other running five and one-half days. 
The company is putting out about 5000 
pairs daily. 

The Fred R. Meyer Shoe Co. reports 
operations at capacity, the factory 
running five and one-half days weekly. 
It employs 122 and 500 pairs is the 
daily production schedule. 

“We ran pretty steadily during May, 
June and July,” Fred W. Callies, sec- 
retary-treasurer said. “The outlook 
is decidely encouraging.” 

At the Herbst Shoe Manufacturing 
Co. the plant is at full production and 
every indication points to having suf- 
ficient business to hold this pace until 
at least Jan. 1, according to W. J. 
Herbst, president. 

George P. Utley, vice-president and 
general manager of the Harsh and 
Chapline Shoe Co. reported that sales 
had been holding up very well, that 
some improvement is seen and the 
usual seasonal upturn expected. 

The Huth and James Shoe Co. re- 
Ported operations as steady. Other 





firms look for increased operations. 
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On Aug. 1 the Nunn, Bush and 
Weldon Shoe Co. increased its pro- 
duction force by adding 100 workers 
and raised the operating schedule from 
five days a week to five and one-half. 
The increase in employment will bring 
the total number on the payroll to 730. 


June Production Less 


WASHINGTON, D. C.—Shoe produc- 
tion for the month of June showed an 
increase of 102,355 pairs over June, 
1931, according to figures just released 
by the Bureau of Census. The total 
production of footwear in factories re- 
porting for June, 1932, indicates an 
increase of 4.3 per cent over May, 1932, 


PRODUCTION OF BOOTS AND SHOES 


JUNE 1932 
PRODUCTION OF FOOTWEAR, OTHER THAN RUBBER, BY MONTHS 
1930, 1931 ANO 1932 
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and a decrease of 15.7 per cent from 
June, 1931. Production during the 
period January-June, 1932, decreased 
6 per cent as compared with the same 
period of 1931. All types of shoes con- 
tributed to the decline, but the most 
marked class was “Part-leather and 
part-fabric,” this group showing a loss 
of 48.9 per cent for the six months 
period. Maine was the only State 
showing an increase for the first six 


48 





months. This was 11.1 per cent, while 
other States showed a loss of from 1.1 
to 16.9 per cent. 


Demand Warrants 
Additional Factory 


CoLUMBUS, OHIO, July 28—The H. C. 
Godman Company reports a tremen- 
dous increase in the sales of Tarsal 
Tred Health Shoes due to the recent 
adoption of a new plan of merchandis- 
ing and selling known as the Tarsal 
Tred Base Stock Plan. 

Heretofore, according to Godman 
Company officials, only one of their ten 
factories has been producing Tarsal 
Tred Shoes. It has become necessary, 
due to the widespread acceptance of 
this new plan upon the part of mer- 
chants throughout the country, to equip 
an additional factory for the manufac- 
ture of this. line. Both units are now 
running on a full-time schedule. 


Shoe Production Rising 


WASHINGTON, D. C.—The shoe divi- 
sion of the Department of Commerce 
reported Aug. 3 a further increase in 
shoe-factory production, resulting from 
a buying movement which started in 
July. 

Some factories are operating at 85 to 
90 per cent of full capacity, and a 
marked increase in employment was 
noted in a number of shoe centers dur- 
ing the week ended July 30. In some 
New England centers shoe manufactur- 
ers report a shortage of fancy stitchers 
and other skilled help. 


New Factory at Baltimore 


BALTIMORE, Mp.—The Starlight Shoe 
Co., Inc., 317 N. High Street, Baltimore, 
Md., has been chartered to engage in 
the shoe manufacturing business. Au- 
thorized capitalization of the concern is 
set for $50,000. The organizers are 
Jacob David and Samuel David and 
Emma Schlichenmaier. 
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Check/ 


Naturally, we’re proud of our repu- 
tation as one of the leading coverers of 
quality wood heels for women’s shoes. 








We recognize, however, the responsibility 
that goes with this reputation. That’s why we 
refuse to be swayed by today’s tendency to 
substitute quantity for quality. 


Every covered wood heel that goes out from 
our plant must measure up to our own ex- 
clusive, high standards of materials and work- 


manship. 


And yet, in most cases, our heels are more 
economical than ordinary wood heels. They 
require less time for attaching and fitting and 
reduce waste due to imperfections in work- 






We cover only gen- 
uine MEARS HEEL 
BLOCKS .. . turned 
from specially selected 
and seasoned lumber 
. . . blocks noted for 
their uniformity. 


VICTORY woop HEEL Co. 





manship or blocks. 


We can supply your requirements without 
delay in a variety of types to fit any style 
conception. 








































112 Phoenix Row.. HAVERHILL, MASS. 
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DISPLAY SHOWS SHOES AND ACCESSORIES 


The Beaufelt exhibit at the Boston 
Shoe Fair not only displayed shoes, 
but showed accessories and different 
things made of Beaufelt. Even the 
lamp shade in the picture was made of 
perforated Beaufelt trimmed with cut- 
outs of plain Beaufelt. The piece on 
the wall showing the Scotties is a baby 


‘New Stocking Fashion 


CuicaGco—Printed chiffon stockings 
are a very new item at Marshall Field 
and Company. One number has a 
diamond shaped weave, another has a 
large polka dot which forms the clock. 
The top of the stocking is heavily 
printed with dots. These numbers are 
attracting much favorable attention, is 
the report. The pattern is woven so 
that it is perfecly matched at the back 
seam. The print is not conspicuous, but 
can be readily noticeable at a short dis- 
tance. They are selling for $1.95. 

Laces and mesh hose are still selling 
well at this house. They are in demand 
by all ages and types of customers. 
In selling the usual two pairs of chif- 
fon stockings, good salesmanship often 
induces the sale of an extra item by 
special showing to the customer of one 
of these two popular weaves. There 
is a constantly increasing demand for 
sheer chiffons in preference to the ser- 
vice weights, according to this house. 

Clear taupe (not gun metal) and 
brown beige is being sold to wear with 
black. All the skin tones continue to 
sell well for wear with white shoes. A 
group of stockings featured in the 
beverage shades bacardi, creme de 
menthe, martini and blue heaven, are 
very good sellers right now. They are 
being especially featured by display 
cards on the counters as “cocktail 
shades.” 
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carriage robe. Many retail shoe men 
were very interested to see for them- 
selves that Beaufelt was practical and 
good looking in all process from welts 
to turns. They also commented on the 
excellence of the colors and the dull 


mat finish. 


Popular Novelties Selling 


LYNN, Mass.—Some figures, current- 
ly discussed here, have their bearing on 
merchandising. 

Production of popular novelties, for 
women to wear, is going on at the rate 
of 70,000,000 pairs annually for the 
entire country. That’s a trifle more 
than half the total. The lesser half 
is made up of style styles, health shoes, 
boots and so on. 

These popular novelties are bought 
chiefly by women who work. The num- 
ber of these women is now rising 10,- 
000,000, for the entire country. This 
might be figured out to seven pairs a 
year for an average, which is quite a 
change from Victorian days, when two 
pairs a year was a common rate. But 
it happens that some of the women 
who work do not buy popular novelties; 
also that many popular novelties are 
bought by women who do not work, 
having an income oftheir own or a 
stake in the family purse. 

Production of popular novelties in 
Lynn has held up pretty well this year, 
and this is credited to the fact that 
manufacturers have got the prices of 
this class of footwear down to prices 
that can be afforded by women who 
work for a wage. With the daughters 
of Eve, as well as the sons of Adam, 
earnings have been declining of late. 
And manufacturers have _ reduced 
prices according to earnings. 
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The shoe 


you need 














Reg. U. S. Pat. Off. 


You can develop a steady and profit- 
able repeat business on this shoe with 
a small investment. It is built over a 
famous last, one that fits any normal 
foot and one that prevents foot 
fatigue. Made from fine quality ma- 
terials, it is an unusual value at the 
price. 
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DIFFERENT 
SIZES 


IN STOCK— Always 


‘Style 400—White Elk, White Nap 
Duflex sole, 9%/8 white heel, Nap 
top-lift. 


Style 403—Black Kid (Ruby Kid), 
black Nap Duflex sole, 94%4/8 black 
heel, Nap top-lift. Sizes 5 to 9, 
AAA-AA; 4% to 9, A-B; 3% to 9, 
C-D. 


Price coccccccccccce ce oHarG0 


The only exclusive Goodyear Welt organi- 
zation in the St. Louis district 


THE JUVENILE ; SHOE CORPORATION 


AURORA MISSOURI 


ST. LOUIS SALES OFFICE: JEFFERSON HOTEL 














































WHERE TO BUY 
Shoe Forms 





‘ ° ~~ 
I Jarry Forms| 
FOR SHOES AND HOSIERY 
made from white, 
transparent or colored 
FAIR YLITE 
Shoe Form Co. Inc., Auburn,N.Y. 
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WHERE TO BUY 
Men’s Shoes 


8 Oe 8 ee 


“ Pe 
Ss ‘ane 
().. A. PACKARD CO., Makers 
BROCKTON 


and MILLER COOK SHOES 
A. E. NETTLETON CO. 


BH. W. COOK, President 
Syracuse, N. Y. 





























Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 


SHOES 
Brockton, Mass. 


























HIGHEST GRADE ONLY” 


it EAST WEYMOUTH,MASS. U.S.A. 
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Men's Fine Shoes 
OLD COLONY SHOE CO 














NEW YORK Brockton, ost 
MAB OSIS MASS. | 10 HIGH ST. 





>» WHAT’S SELLING 4 





Suede for Fall 


CHICAGO — Suedes in blacks and 
browns will be the big early Fall item, 
according to Chicago retailers. Mar- 
cella cloth will probably be a good sell- 
ing item also. There will be a demand 
for pumps and oxfords rather than for 
straps, is the report among many 
houses. The continental heel in 16/8 
and 19/8 will be popular, it is said. 

Bags to accompany the new Fall 
shoes are of suede and antelope in 
blacks and browns. Many leather bags 
have a suede trim. Some introduce 
pleats on a dull calfskin. Handsome 
‘crystal ornaments are a feature of 
others. Most of the tailored bags for 
street wear have strap backs. Various 
cunning little pockets and “secret” 
pockets add novelty to plain bags, often 
closed with self-colored zippers. Green 
and brown and blue and red are to be 
good combinations in bags, is the re- 
port. Some long pocketbook bags which 
wholesale at a dollar have hand-painted 
decorations on the front flap. 





Q Shoes and Coats 


PEABODY, Mass.—Some tanners here 
are getting a lucky break, for they 
have a demand for nappy leather, 
suede, buck and the like, for shoes for 
college boys, and, also, for like leather 
for coats for the same studious class 
that sets the styles. There’s a com- 
bination of nappy shoes and nappy 
coats to match within the vision of the 
tanners. And it looks good to them. 

Another pleasing prospect is this. 
The radio companies won’t broadcast 
football games play by play the coming 
fall. So those who sat in an armchair 
and listened in will have to sit in a 
stone seat of the Stadium and look on 
if they would know about the game. 
These spectator sports will wear, 
among other things, coats of leather 
and shoes to match, the apparel from 
the tannery to be of the nappy style. 





Hosiery Shades Darker 


CHIcAGo—Shades for new fall hos- 
iery that are being bought by Chicago 
houses are Dawnglow, Brownwood, 
Rhumtone, Negrita, Dovebeige, Haze- 
beige, Nomad, Cuba, Duskbrown, 
Taupemist, Smoketone, Fawnbrown, 
Matin, Tahiti, Interlude, Moonbeige. 
The five latter colors are repeats this 
season, but are still selling successfully. 

Among these colors Dawnglow is a 
light beige, suitable for evening wear; 
Darkbeige is a natural beige, darker 
than Dovebeige; Taupemist, a dark 
taupe, to be worn with black; Rhum- 
tone and Brownwood are brown tones 
suitable for wear with brown, greens 
or burgundies; Duskbrown, a darker 
brown, especially effective with all- 
brown costumes of the darker shades. 
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New School Shoes 


Boston—The first of the new school 
shoes in local stores, possibly a trifle 
ahead of their schedule, seeing that the 
school bells won’t ring for a month and 
more, are of the junior miss, or refined 
growing girls class, such as are worn 
by girls who go to High and boarding 
schools. However, as they are pat- 
terned like shoes for adult women, they 
may sell as dressy shoes for wear at 
any time. The soles have close thin 
edges, as in regular novelties, and slim 
shanks, and wood heels, of the school 
age height. The wood heel on school 
shoes looks like an innovation. It’s 
said that the close thin edges, and the 
shapely bottoms, are had by cementing 
the outsoles to the bottom of the shoes, 
instead of sewing them on to a welt. 
The insides of these shoes look like the 
insides of welts. There is no sock lin- 
ing. The foot treads on an insole of 
leather. The uppers are deftly pat- 
terned, of kid, calf and other leathers, 
according to the fashion. The shoes 
are a few ounces lighter in weight per 
pair than are some lines of ruggeilly 
built shoes for school wear. 


Sport Shoes Reduced 


Cuicaco—Sports shoes are being 
strongly featured at the Florsheim 
men’s shoe stores, Harry R. Cummins, 
general manager, announces. It pays 
to advertise, for 27 per cent of sales 
have been in this type of shoe, he says. 
Sport shoes, selling during the first 
part of the sale at $7.85, have been 
further reduced to $6.85. 

It often happens that customers, 
buying shoes at a sales price, are dis- 
satisfied and disgruntled when they see 
this same merchandise further reduced 
the following week. To bring this ouf 
into the open and meet the resentment 
of the purchaser, Mr. Cummins believes 
that a frank and open sales talk is ef- 
fective. The season for sports shoes 
for men is short. Each week of wear 
therefore very definitely adds value to 
the shoe and conversely customers who 
buy at reduced rates have paid for the 
privilege by getting fewer weeks wear 
out of the goods. 


Chicago Men Buying “Bucko” 


Cuicaco—Men’s shoes of “bucko” 
have been promoted in a big way this 
season through advertising, according 
to Harry Silver, buyer of men’s shoes 
for the O G stores. These shoes, shown 
in black and brown, have retailed for 
$5, $6 and $8. They have met with 
good response. Mr. Silver expects to 
carry a full line of these in all the 
men’s departments this fall, he says. 
The talking points for shoes of this 
leather (the reversible side of calfskin) 
are that they are soft, comforiable, 
have style and are something entirely 





new for the average buyer. 
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Boor an 
combin ir 


APPROVED 
FOR FALL 


COLORS 


The Preference for and 4 ' ¢ 


extensive use of 
CINDER BROWN 


Color 30—Cinder Brown 
and 
Color 32—Mascara Brown 


distinguish these: two colors as 
leaders in Fall footwear. The 
former is a very rich, dark brown 
especially adapted to high style 
shoes. The latter, Color 32, is 
a true deep brown harmonizing 


MASCARA BROWN 


with all other browns, and widely 
used for volume shoes. 


ALLIED KID COMPANY 


cko” ; 
this 
ding oe on oe On) Co GO ERO a. STANDARD KID 
sno 
own COLOR 181-REGIMENTAL GRAY DIVISION 
for A medium gray for conservauve use in staple and 
with volume types of shoes e 
“ COLOR 117-FAWN BROWN 
A medium neutral brown harmonizing well with 
— all other browns 209 SOUTH ST. 
skin) COLOR 118-GRISETTE BOSTON 
able, A very dark gray primarily desiened for use in 
tirely black shoes, but usetul also with Paddock Green 
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WHERE TO BUY 
Ballet Slippers 





CAPEZIO DANCE 
FOOTWEAR 


Inimitably Different!— 
Immeasurably Better! 


Dancing, in all forms, is in vogue 
more than ever—and presents a 
profitable market for you. Our new 
line meets the demand for quality 
at a price. New values—new low 
prices. Send for catalog. 











Chieage Stock Dept. 
159 No. State St. 


Ww 
VORRGEY ios Angeles Stock Dept. 
Main Office and Factory 1951 Hillhurst Ave. 














WHERE TO BUY 
Spats 





BOND STREET 
Apats 


America’s best known 
and most 
Styled in 
made in a full range of 
sizes and corr colors. 
Backed by timely, in- 
tensive and _ consistent 
advertising in The Sat- 
urday Post 





Strong merchandising 
Immediate delivery from 


helps—attractive packages. 
stock, Write today for samples to 


THE WILLIAMS MFG. COMPANY, 
Portsmouth, Ohio, U. S. A. 








WHERE TO BUY 


Women’s Shoes 








CUSHION SHOES 





FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo 


, N.Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 


| 











PROVIDENCE, R. I.— The children’s 
shoe department at the Shepard Store 
has recently inaugurated an aggressive 
campaign featuring Pied Piper shoes. 
This campaign is taking the health ap- 
peal as the keynote and includes win- 





WINDOWS THAT SELL SHOES 














dow displays, radio broadcasts, news- 
paper and direct-by-mail advertising. 
The accompanying illustration gives a 
good idea of the sales producing win- 
dows which are regularly making their 
appearance in this progressive store. 


sain 














A Sample Showing 


A Lynn sample line shows these new 
styles: 

Two and three-button oxfords, the 
buttons being of the pancake style; 
side lace oxfords, with novelty lace 
stays; strap pumps with straps that 
fasten with a button, or a_ small 
buckle, at about the middle of the top 
line, even almost back to under the 
ankle bone, and opera pumps with or- 
namental buttons on the side, also al- 
most under the ankle bone. 

A sabot strap pump, the strap “float- 
ing” quite freely, to provide for a fit to 
an instep high, low or medium. 

A “fore” strap pump, substantially a 
step-in, with straps, very slim, just 
above the vamp, and gores ingeniously 
concealed; some of these straps mesh 
through rings. This type is intended 
for feet that may have filled out with 
flesh as women have worn sandals the 
Summer through. 

A martingale pump, with straps up 
the front, on either side of the instep, 
and looping through a ring, like the 
martingale strap of the harness of a 
trotting horse. 

Front strap pumps, the straps being 
of novel weaves of leather. 

Also opera pumps, ties and oxfords, 
with dainty thread and needle trims. 
Leathers show blacks first, for suedes 
and kids (better than 50 per cent of 
total production this Fall will be black, 
according to current estimates), browns 
gaining, especially suedes, and the 
brown suede with alligator trims pre- 
ferred above the all-alligator shoes. 
Genuine alligator in this case. 

For linings, the new slate gray has 
first choice, and the new fawn brown 
second. For some reason or other, the 
slate gray shows up handsomely inside 














shoes. 
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Dancing and party slipper lines, es- 
pecially those of fabrics, will come 
later. 

New finishes on bottoms are being 
tried in place of the familiar “whitened” 
finish, the foreparts of the new samples 
having a glossy, but not too much so, 
smoothness, and a reddish tint sugges- 
tive of real leather. 

Heels do not exceed 20/8, and the 
Cubans, or blocky types show up 
strong. Edges of the foreparts show 
up more conspicuously than is usually 
the case, not because of thickness, or 
extension, but because of a peculiar 


. brilliancy of the finish. 


Heels, of leather, on some of these 
shoes, especially those of the black 
finish, have a new density, or firmness; 
in fact, some of the dull black heels, 
though of leather, look as if they were 
carved from ebony. 


To Win New Customers 


CuHIcaGo—At the Fair, S. Katz re- 
ports a successful one-day sale of a 
nationally known make of shoes which 
usually retails at from $10 up at $3.85. 
A total of 2814 pairs of shoes were sold 
on this day. It is intended to follow 
this up with a similar sale shortly. 

This was not primarily a clearance 
sale, Mr. Katz says, but was intended 
to introduce many new customers to 
this department. Women to whom this 
make of shoe is known will realize the 
value received and will be favorably 
impressed by the good-will of his de 
partment, he thinks, and will become 
regular customers. A like sale of 4 
well known line of shoes for men, given 
a month ago, at which 2475 sales were 
made, had already brought satisfactory 
results. 
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_ Advertising 


=) 91933 








NCE again Top Notch marshals all of 
its forces to push the Independent 
Retailer over the top! Again we offer 

a complete A to Z manufacturing and mer- 
chandising program that is going to ring the 
cash register! 


A Top Notch representative is now on his 
way to see you. He has a great story to tell— 
a plan that will be mighty important to every 
wide-awake retailer. 


He’s going to show you the finest line of 
Grips Canvas Shoes ever built . . . . and 


Merchandising 


__ Ano 
big Top Notch Program 
for the Independent Retailer 





ther .. 


he’s going to tell you about an advertising 
campaign that will corner any market. 


And, behind it all, will be the Top Notch 
Protective Distribution Plan for the Inde- 
pendent Retailer. The surest way to sub- 
stantial profits ever offered. 


Wait for Top Notch . . you’re going to 
hear something worth while. 


The Beacon Falls Rubber Shoe Co. 


Beacon Falls Connecticut 


TOP NOTCH CANVAS RUBBER SOLED GRIPS AND RUBBER FOOTWEAR 
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WHERE TO BUY 


Men’s and Women’s 


Slippers 





W. S. CHASE & SONS, INC. 
HAVERHILL, MASS. 
Genuine Handturned 
Leather-lined kid Mule 
Patent-Red - Blue-Tan. 
Price $1.20 
Men’s Leather - lined 


In Stock ie Price 








Men’s Hand Turned Slippers 


ROMEOS EVERITS OPERAS 
ALL LEATHERS $1.85 AND UP 
GOLDEN BROWN KID—IN STOCK 


ROTH SHOB COMPANY 
50 N. FOURTH ST. eee RILADELPHIA 











O° KUSH-IN-EZE”@ 


All sizes and 
widths 
tock. 














Soft Soles — Hard Soles 
children, boys and 
misses. Nice clean merchandise at 
prices that afford you a fair profit. 
Actually SLIPPERS THAT SELL. 


Samples on request. 


VINCENT HORWITZ CO., Inc. 








64-76 W. 23rd St. New York City 
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WHERE TO BUY 


Bowling Shoes 


io 


@THCO 


BOWLING SHOES 
No. 754 —All sizes in stock 
for immeciate delivery. 
Wialog, of ATHCO Athletic 
Shoes. 
Athletic Shoe Co. 
914K. MarshfieldAv. 
Chicago, Ill. 





Charge of Dumping Rubber Footwear 
Lodged Against Japan 


Many American rubber shoe factories 
will be closed this winter and 15,000 
employees discharged unless the indus- 
try is protected from imports from Jap- 
anese rubber shoes which are being 
dumped in this country at less than the 
cost of production, representatives of 
American rubber shoe manufacturers 
told F. X. A. Eble, Commissioner of 
Customs at a protest hearing in Wash- 
ington last week. 

Charging that the imported products 
are being sold in this country at a price 
lower than cost and, therefore, should be 
excluded under the anti-dumping law, 
the rubber goods representatives laid 
their request for governmental action 
before the Commissioner. The Commis- 
sioner promised a prompt response. 


Market Declared Invaded 


Japan has already taken the foreign 
markets away from American manufac- 
turers, according to the representatives, 
and the domestic market now is being 
seriously invaded. Unless relief is ob- 
tained, they declare, the American in- 
terests will be unable to book orders for 
tennis shoes, slippers and similar ar- 
ticles this Fall in sufficient volume to 
keep their plants operating and their 
workers employed-this Winter. Such 


goods are manufactured during the 
Winter for Spring delivery, it was ex. 
plained. 

Approximately 30,000 persons are en. 
ployed in manufacturing rubber shoes 
in this country, the representatives de- 
clared, and 15,000 of them will have to 
be released if foreign dumping con. 
tinues. The discharges will come at a 
time when “wages should be going up 
instead of coming down,” it was said. 


Increases in Imports 


During the last five or six months im- 
ports of Japanese rubber shoes have in- 
creased 600 per cent over the imports 
of the same period a year ago, accord. 
ing to the rubber goods representatives, 
who pointed out that Japan had sent 
1,323,000 pairs of rubber shoes to this 
country in the last half year, compared 
with 200,000 pairs in the same months 
of 1981. 

The Japanese shoes are selling in va- 
riety stores of this country for as little 
as 20 cents, but the material in then, 
exclusive of labor and_ distribution 
charges, cost 17 cents, the manufactur- 
ers maintain in supporting their charge 
that the shoes are being sold at less 
than cost. The shoes are copied after 
types and from models made in the 
United States, it was said. 








Refinished Store Stimulates Sales 


RIVER FALLS, Wis.—The interior and 
the exterior of the J. S. Wadsworth 
Shoe Store have been refinished. J. S. 
Wadsworth, proprietor, made the im- 
provements in anticipation of receiving 
early Fall footwear for his shelves, 
and added customer interest is expected 
to follow. 


Milwaukee Trade “‘Golfs” 


MILWAUKEE—The Milwaukee Shoe & 
Leather Trade held their annual golf 
outing Friday, July 22, at Michiwaukee 
Golf Club. Close to 150 of the “boys” 
in the shoe and leather trade were pres- 
ent, and all had a big time. Eddie 
Mattson, representing Amalgamated 
Leather, as usual, was master of cere- 
mony, and helped make the party a big 
success. Nearly every factory in Mil- 
waukee was represented, and, of course, 
nearly every line of leather, lasts, pat- 
terns, and dies. Bill Morgan, for size 
and basso voice, dominated, and he 
could be heard all over the course, ap- 
proving every good shot and chiding 
every poor shot. 

Among the out-of-town guests were 
Al Engle, of John R. Evans Leather 
Company, St. Louis; and B. C. Bowen, 
representing the Boot AND SHOE RE- 
CORDER. 

Inclination of the commodity market, 
especially hides, to come up out of the 
dumps, added a note of grand good 
cheer to the affair when the boys gath- 
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ered around the luncheon and dinner 
table. Judging by the hilarity and 
good nature of all present, the depres- 
sion has, once and for all, been thrown 
into the discard. 

The prize winners were: Low gross, 
Ralph Morgan; low net, H. I. Patzer, 
C. S. Howell, A. R. Mueller, August 
Kruze. 

Blind bogey, J. K. Reilley, E. ¢. 
Klein, Phil Ott, R. Vohl,-A. E. Sieg- 
men, Pat Krause, Jack McMechan, E. 
C. Beckman, Ralph Masten, Ralph Lid- 
ster, H. I. Stewart, Eddie Hertz, P. E. 
Raddatz, H. E. Russell. 


Talks Shoes 


PORTLAND, ORE.—At the July meet- 
ing of the Portland chapter of Pacific 
Northwest Shoe Retailers, Ray Harde- 
beck had the _ interesting topic, 
“Women’s Shoes.” John A. Simpson 
talked on “Men’s Shoes” and [Ilarold 
-E. Kellogg on “Children’s Shoes.” 


Ties Sell Shoes 


Cuicaco—The Palmer House lobby 
window is used by Cutler’s to feature 
men’s ties. This department is continv- 
ing to prove successful. It works both 
ways, by attracting men into the store 
for the purpose of buying a tie dis- 
played in the window and also as an 
added selling item for purchas«rs of 
shoes, Ties are regularly featured a 





55 cents or two for one dollar. 
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or the NEW FALL STYLES 








' N J HAT’S NEW THIS FALL? Those two smart 
style leaders—Calcutta Lizard and Alli- 
gator, of course! And Pyraheel, du Pont’s new 
scuff-proof heel covering, is ready in these two 
styles . . . in the diamond-shaped grain of Cal- 
cutta Lizard ...in the mottled grain of Alligator. 
Pyraheel in these popular finishes is remarkable 
for its resemblance to actual leather ... for 
its uniformity of appearance with the body 
of the shoe. 


Pyraheel is the heel-covering material that you 





ALLIGATOR 








can’t scratch or scuff . . . no ordinary wear can 
mar its surface. It has grain, color and texture 
. . . available in kid, calf, pig, reptile, moire and 
now the two style-leading finishes. 

See this unique material made up on heels and 
test it for yourself. You'll want it in the shoes you 
sell. Send the coupon now for sample heels and 
complete information. Du Pont Viscoloid Com- 
pany, 350 Fifth Ave., Dept. 25, New York. In 
Canada, Canadian Industries, Ltd., Pyralin 
Division, Montreal, Que. 








ABBOTT-ARMSTRONG- 
ABBOTT, INC., Auburn, Maine 
BANCROFT WALKER CO. 
Boston, Mass. 

BRAUER BROS. SHOE CO. 
St. Louis, Mo. 

THE CINCINNATI SHOE 
COMPANY, Cincinnati, Ohio 
CORBIN-HOLMES SHOE CO. 
Hudson, Mass. 
CRADDOCK-TERRY CO. 
Lynchburg, Va. 


ENDICOTT-JOHNSON CORP. 
Endicott, N. Y. 


R. P. HAZZARD 
Gardiner, Maine 


HOGE-MONTGOMERY CO. 
Frankfort, Ky. 


THE IRVING DREW CO. 
Portsmouth, Ohio 


THE JULIAN & KOKENGE 
CO., Cincinnati, Ohio 





THE MILLER SHOE CO. 
Cincinnati, Ohio 


KRIPPENDORF-DITTMANN 
CO., Columbus, Ohio 


THE L. V. MARKS & SONS CO. 
Cincinnati, Ohio 


THE MENIHAN CO. 
Rochester, N. Y. 


MILIUS SHOE CO. 
St. Louis, Mo. 


St. Louis, Mo. 


RICE-O’NEILL SHOE 
COMPANY, St. Louis, Mo. 


SELBY SHOE CO. 
Portsmouth, Ohio 
Rochester, N. Y. 
INC., Lynn, Mass. 


Columbus, Ohio 





MOULTON, BARTLEY, INC. 


STROUT, STRITTER & CO., 


LOOK at this list—They all use PYRAHEEL 


SHERWOOD SHOE COMPANY 


WALKER T. DICKERSON CO. 








nite 





REG. U.S. PAT. OFF 


PYRALIN 


FOR SCUFF-PROOF HEEL COVERS 


rome r er n n an w e e e 
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ManufacturerO) 


DU PONT VISCOLOID COMPANY, 350 FIFTH AVE., DEPT, 25, NEW YORK CITY 
GENTLEMEN: Please send me sample heel and full details about PYRAHEEL. 


S6 


WholesalerO 
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WHERE TO BUY 


Children’s Footwear 
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163 NUMBERS IN STOCK 
Write for New Fall In Stock Catalog. 


SHOE MFG.CO. 


MILWAUKEE,.wWIS. 


| LANE BROS. CO., Boston, Mass. | 
| NEW ENGLAND STATES DISTRIBUTORS 














URI TAN WELT S 


AN IN-STOCK 
INNOVATION 


One of six fast 
selling Puritan 
Welts carried in 
2/6..$.70 te $.95 
6/8.$.90 to $1.15 
Send for catalog. 
COFFEE * 


7 

















GRADES: |, 2 and 3 
a 


Send for Samples EPHRATA SHOE CO., Inc. 
IN-STOCK EPHRATA, PA. 











THE COMPLETE LINE 
OF HIGH GRADE 
CHILDRENS SHOES 


TO RETAIL AT POPULAR PRICES 


vA C2 vathon Shoe (C5 








YGROY 
we wets 10 


HAVE 
FLEXIBILITY 
SMOOTHER INSOLES 
QUALITY AT LOW PRICES 


By 
SHAFT-PIERCE SHOE COMPANY 
Mfrs. of Acrobat and Clara Barton Shoes. 
FARIBAULT, MINNESOTA 
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>» TRADE DOINGS 





“Orthopedic Shoes” 
Incorporates 


PORTSMOUTH, OHI0—Papers have 
been filed at Columbus with the secre- 
tary of state chartering Orthopedic 
Shoes, Incorporated, with an authorized 
capital of 500 shares of no par stock 
to distribute the Ground Gripper lines 
of shoes. The Ground Gripper Cor- 
poration of Harrisburg, Pa., was forced 
into bankruptcy about six months ago 
when the assets were sold. The 
Selby Shoe Co. of Portsmouth was in- 
strumental in the purchase. For the 
past year the Selby Shoe Co. has been 
manufacturing the four lines marketed 
by the Ground Gripper Corporation. 
They are the Ground Gripper, the Can- 
tiliver the Dr. Kahler and the Physical 
Culture, 

Incorporators of the company are 
Henry T. Bannon, Louis D. Bannon, 
and Arthur H. Bannon, attorneys of 
Portsmouth. Henry T. Bannon is a 
director in the Selby Shoe Co. The 
company will be organized by Selby 
officials. It is announced that the 
manufacture of the lines will be con- 
tinued by the Selby plants in Ports- 
mouth, Ironton and Ashland, Ky. 


A. E. Little & Co. Affairs 


LYNN—A composition offer is ex- 
pected in the adjustment of affairs of A. 
E. Little & Co., and the Sorosis Mfg. 
Co., both of Lynn, and both in the hands 
of receivers. A meeting of creditors was 
called for July 29, before Oscar E. Jack- 
son, referee in bankruptcy, in Salem. 
Liabilities appear to figure at approxi- 
mately $500,000, including a tax claim 
of the U. S. government, to the amount 
of $89,682.20, and unsecured claims of 
$166,654.10. Assets include real estate, 
factories and farm lands, valued at 
approximately $500,000 less mortgages, 
machinery and equipment, and bills re- 
ceivable as well as stocks of merchan- 
dise on hand. Conrad Rohe is receiver, 
and Charles D. C. Moore, of Lynn, is 
attorney for the receiver. 








Not Liable for Sidewalk Injury 


HARRISBURG, PA.—The Dauphin 
County Court of Common Pleas de- 
clined to take off a compulsory non-suit 
which would have meant a new trial in 
the suit of Miss Dorothea R. Gerhart 
against S. W. Shoemaker and Son, con- 
tractors. Miss Gerhart claimed that 
her ankle was badly wrenched when 
the heel of her shoe became caught be- 
tween the boards on a temporary side- 
walk during the construction of a new 
hotel here. She also claimed that the 
injuries kept her away from her posi- 
tion for four months. The non-suit was 
granted as it had not been shown that 
the firm was negligent in placing the 
temporary sidewalk. 
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New Shoe Racket 


HartTForD, W1Ss.—Two girls who paid 
$25 each for an “extension university 
course” learned this week that the 
“course” will not land them jobs with 
the Rich-Vogel Shoe Co. here. The 
two girls, who graduated from the 
Hartford high school last month, 
learned that the shoe company had no 
difficulty in obtaining office workers 
that were satisfactorily trained. 

The man who sold the “scholarships” 
intimated that he was working at the 
behest of the shoe company because the 
company was in need of workers with 
the proper training. 





















Advertises Society Folks 


BuFFaLo, N. Y.— Photographs of 
members of the Junior League and 
other socially prominent women in Buf- 
falo are being reproduced in a series 
of advertisements by the Wm. Hen- 
gerer Co. under the caption, “Sport 
Shots of Hengerer Fashions in Ac- 
tion.” Attention is focused upon the 
footwear styles being worn by the 
women for active and spectator sports- 
wear, with a brief description of the 
shoes being worn together with the re- 
tail price at which identical styles are 
being sold in the footwear salon of the 
Hengerer store. Frank Miller, shoe 
merchandiser for the company, reports 
that this series of advertisements ap- 
pearing about twice each week is hay- 
ing a very stimulating effect upon sales 
of the better grades of high fashion 
sports footwear. 




























Submit Cooperative Bid 


BuFFALo, N. Y.—Clarence I. Lanich, 
president of the Buffalo Retail Shoe 
Dealers’ Association, has been ap- 
pointed chairman of a special commit- 
tee of five to arrange for submitting a 
cooperative bid on behalf of the asso- 
ciation for approximately $100,000 
worth of shoes for the municipal wel- 
fare department during the 1932-33 
fiscal year. Other members of the com- 
mittee are Edward A. Zirnheld, John 
D. Pennario, Charles B. Cole and Isa- 
dore Taublieb. 

The cooperative bid will represent 
about 20 independent retail shoe stores. 
Heretofore the annual shoe contract 
has been awarded to a single low bid- 
der and municipal welfare shoe orders 
could be filled only through one cer- 
trally located store. The Liberty Shoe 
Stores of 923 Broadway held the 1931- 
1932 contract. No new specifications 
have been announced for the 1{32-33 
fiscal year and the present holder of 
the contract is continuing to supply 
footwear at the old prices. 

Mr. Lanich says the committee will 
confer with the city purchasing agent 
in an attempt to have new specifica- 
tions drafted immediately so that bids 
for 1932-33 shoe supplies can be adver- 
tised and the contract awarded within 
the next 30 days. 
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The era of 
ENLIGHTENMENT 


is here 


Following the era 
of fictitious values and hysterical glorifi- 
cation of worthless merchandise, disillu- 
sioned customers are turning to known 
brands once more, and to stores which 
have clung closest to standards of true 
quality. 


ln many such stores, 
maintaining the confidence and satisfac- 
tion of customers has been the part played 
by Matrix Shoes. By their intrinsic worth 
alone, these shoes have won the admira- 
tion of thousands of women. 


But there is more to Matrix 
than mere material worth. Matrix is an 


Idea as well as a standard of quality—an 
Idea which makes Selling easy and satis- 
faction certain. To achieve this Matrix 
goes one step beyond the making of a fine, 
well-styled shoe. Incorporated in the 
very heart of the shoe are scientific fea- 
tures which convince the foot that good 
looks, long wear, and perfect comfort are 
not an impossible combination. 


This perfect trio 
has provided hundreds of Matrix dealers 
with the right foundation for steady, re- 
peat business—and satisfying profits. 


ELFIN SHOES 


ein Matbuin S hoer~ AND Superb Welts of Unquestionable Styling 


tract ° _ 
bid- “YOUR FOOTPRINT Xia Min LEATHER” TO RETAIL $7 to $8.50 
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f E. P. REED & CO., ROCHESTER, N. Y. 
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New York Style Studio: Marbridge Bldg. (Broadway at 34th St.) Philadelphia Office: Denckla Bldg. Chicago Office: 1729 Republic Bldg. 
a HeEywoop Boot AND SHOE COMPANY of Worcester, Mass., has | 
licensed to manufacture Matrix Shoes for Men 
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WHERE TO BUY 


Shoe Accessories 


8 6 8 8 SEP OP 


EVER-READY, the Pad 
That Stops the Pinch 

‘~~ Insist upon ge my r skived 

mm ‘vamp bite pads. Cost ore than 
the ordinary. A quality “pandy skived 

pad that insures results. Do not ac- 

cept substitution or imitation. 


Mid. by 


Security — Findings Mfg. Co. 


327 West Monroe Street Chicago, Hl. 
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WHERE TO BUY 
Work Shoes 
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Anderson Goes to Cincinnati 


PORTSMOUTH, OHIO—C. T. Anderson, 
who has been manager of the Ports- 
mouth office of the United Shoe Machin- 
ery Co. for the past 18 years, has been 
transferred to the Cincinnati office of 
the company, being succeeded here by 
J. D. Vines, who was identified with the 
Portsmouth office for some time. Both 
appointments are promotions. 





Stice with Heggin Co, 


MARSHALLTOWN, Iowa—A. C. Stice 
is the new manager and buyer at the 
Heggin Co. shoe department. An ag- 
gressive campaign for Fall business is 
being planrted which is sure to bring 
the desired results. 





Tanner Joins Knit Firm 


Boston—George W. Wright, for the 
past 32 years with Thayer-Foss Com- 
pany and widely known and highly re- 
garded in the tanning industry, has 
resigned from that concern and is now 
associated with the Oakes-Wright Com- 
pany, dealers in knit goods, Boston. 

Mr. Wright was secretary of Thayer- 
Foss Company from 1905 until 1918, 
and afterward served as assistant 
treasurer. He was for many years an 
active member of the Boston Boot and 
Shoe Club, at one time being associate 
secretary. 





Al Capone—Shoemaker 


ATLANTA, Ga.—Al Capone, as No. 
40,886 at the Atlanta Federal Peniten- 
tiary, near Atlanta, has been put to 
work in the prison shoe shop. 








Prescott with Thorogood 


J. E. William Prescott, of Fort Des 
Moines, Iowa, is now representing The 
Albert H. Weinbrener Co.. of Milwau- 
kee, Wis., makers of the Thorogood 
shoes for misses and children. 

Mr. Prescott has been associated 
with the F. Mayer Shoe Co. for fifteen 
years and five years with the Central 
Shoe Co. For the Thorogood shoes he 
is to act as special representative 
through the entire State of Iowa and is 
to have his headquarters in Des Moines, 
Iowa, as he has been doing with the 
lines he formerly carried. 

Mr. Prescott, with his long and exten- 
sive experience in his territory, is as- 
sured every success in his new connec- 
tion. 





Golden with Rice-O’Neil 


Arthur C. Golden, known the length 
and breadth of New England for sell- 
ing enthusiasms, signs up with the 
Rice-O’Neil Company of St. Louis, Mo. 
—covering New England, New York 
City and State and Philadelphia. 





Ask Mileage Concession 


BostoN—The National Shoe Trav- 
elers’ Association, through its head- 
guarters office, is making a strenuous 
effort for the issuance of an inter- 
changeable mileage book for all com- 
mercial traveling salesmen, feeling 
that there has been no time more 
necessary for the stimulation of busi- 
ness than the present. 

The slogan of the National Shoe 
Travelers’ Association, “Put the Men 
on the Road,” means it will bring more 
business to the railroads, more busi- 
ness to the manufacturers and conse- 
quently more work to the workers. 

Through conferences and communi- 
cations with sound arguments, the Na- 
tional Shoe Travelers’ Association has 
brought this to the attention of the 
Advisory Committee of the Associa- 
tion of Railroad Executives at a meet- 
ing held at the Hotel Biltmore, New 
York, on the 18th, 19th and 20th of 
this month. Each president and sec- 
retary of the leading railroads of the 
country assembled at this conference 
was presented a petition inviting the 
issuance of an interchangeable mileage 
book at reduced rates. 

As the object of the meeting of the 
railroad executives was to enlist the 
support of the public in a campaign 
to better conditions of the railroad in- 
dustry and to remedy conditions now 
adversely affecting the railroad indus- 
try, the National Shoe Travelers’ As- 
sociation propounded their arguments 
and suggestions that more freight and 
baggage with passengers would follow 
if an interchangeable mileage book 





were issued: at. rates now in compara- 
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ON THE SELLING END 





prices of merchandise. 

Since these hearings were held, much 
encouragement has been given to the 
National Shoe Travelers’ Association 
and it is hoped that with the following 
up which is intended this demand may 
result in all travelers being issued such 
a book. 

It is the intent of the National Shoe 
Travelers’ Association to reach all the 
railroads of the country through indi- 
vidual officials, thereby obtaining their 
positive cons2nt without recourse to the 
Interstate Commerce Commission, in 
the belief that railroads are now in a 
more or less receptive mood and would 
most gladly cooperate with all indus- 
tries to stimulate business and more 
travel through “the boys on the road.” 
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Cummins with Florsheim 


CuicaGo—Mr. Harry R. Cummins re- 
cently took over the general manage- 
ment of the seven Florsheim men’s 
stores in the Chicago loop district. Mr. 
Cummins was, for fifteen years, con- 
nected with the George E. Keith Com- 
pany, operating Walk-Over Shoe stores, 
the last twelve of which were on the 
Pacific coast. 

Since teing with the Florsheim Com- 
pany his work has included a direct 
effort toward inspiring an increased 
friendly cooperation among the em- 
ployees of the various branch stores as 
well as equalizing and merchandising 
stock. 





Opens Retail Store 


READING, Pa.—The Honesdale Union 
Stamp Shoe Company will open a reiail 
shoe store at 517 Penn street, this city. 
J. Frank Dumn, who has been engaged 
in the shoe business here for the past 
35 years, will be the manager. 
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Frederick M. Bauereis 


DELAWARE, OHIO—Frederick M. 
Bauereis, 72, who operated for 56 years 
the Bauereis shoe store in Delaware, 
Ohio, died recently after several wecks’ 
illness. He started in business with 
his father, the late Leonard Bauereis, 
who came to Delaware from Nurnberg, 
Germany, in 1853. He is survived by 
his widow. 





Ralph N. Pitcher 


MILWAUKEE, Wis.—Ralph N. Pitc ier, 
75, formerly president of the R. N. 
Pitcher Shoe Co., in business here for 
many years, died July 31 at his homme. 
He came to Milwaukee from Wau) aca 
about 35 years ago. One son, one sis- 





ter and two brothers survive. 





Boot AND SHOE RECORDER = 
eombining THE SHOE RETAILER, Aug. 13, | 332 





tive discount to present-day selling 























Boor AND 
combining 


SHOE LACES 


AN IMPORTANT LITTLE DETAIL 


The wide-awake manufacturer never 
neglects his laces for he recognizes the qual- 
ity lace as one of the smaller yet important 
items so necessary to the smart, finished ap- 


pearance of his footwear. 


Although the customer may not know 
that your shoe conceals a box toe, counter, 
shank, etc., he instantly sees the lace. A good 
looking, quality lace is a visible sign of inbred 
quality in the shoe itself. Equip your shoes 
with laces backed by 67 years of lace making 
experience. We can offer you a complete 
line of glazed, soft-finished, rayon, and mer- 
cerized laces for all types and grades of shoes 


at prices which make them unusual values. 


SHOE LACE COMPANY 


(Successor to Joslin Manufacturing Co., Established 1865) 


LAWRENCE, MASS. 


SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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The Health Era in 
Children’s Shoes 


[CONTINUED FROM PAGE 15] 


oughly sold on the idea of building a 
children’s shoe business on a health ap- 
peal, I cannot conceive of his accom- 
panying that appeal with shoddy shoes. 

To illustrate the variety of appeals 
possible on the same shoe, let us sup- 
pose a customer opens with the time- 
honored statement, “I want a pair of 
school shoes for my daughter.” 

The salesman in showing the first 
shoe may thump the bottom with, 
“There’s one that will stand the school 
ground gravel.” (Durability, 1900.) 
Or he may say, “Here’s a style she will 
be proud to wear.” (Style 1927.) Or, 
“This would have cost $6.00 two years 
ago. It is $4.50 now.” (Price, 1932.) 
Or, “Here’s one that will keep her feet 
fine and healthy.” (Health, 1933.) 

Remember, all of those appeals might 
conceivably be used on the same shoe. 
What’s the difference, you might ask, 
what appeal is used provided the sale 
is made? A very vast difference, I as- 
sure you. 

Durability is presumed nowadays. 
Style is self-evident. Price is its own 
argument, and customers, down in their 
hearts, expect only what they pay for. 

But fit and foot health are elements 
of risk in every sale. They cannot be 
seen. They cannot always be felt. They 
cannot necessarily be assured by pay- 
ing a high price. Their only assurance 
is in the integrity, the heart interest 
and the judgment of the salesman. 
That’s what builds repeat business. 

Don’t misunderstand me. Selling chil- 
dren’s shoes by a health appeal need 
not be a dull, funereal process. In 
fact, it is quite out of place for a sales- 
man to parade his knowledge and be- 
wilder his little patrons by an exhibit 
of long words and dry lectures. 

Foot health is a happy story. It can 
be told in terms of happiness. For in- 
stance, a six-year-old child might be 
told, “Well, well, there’s a fine little 
foot! Now we’re going to have a shoe 
that lets this little toe lie this way, 
and this little toe lie right this way, 
so when you get to be a big grown-up 
lady you’ll always have pretty feet that 
never hurt. Won’t that be fine!” 

That is not a speech to copy, but it is 
an attitude to copy, an attitude of per- 
manent interest in the child’s welfare 
that cannot but make the parent feel, 
“That’s exactly what I am anxious 
about, and I’m glad this man feels that 
way.” 

Then when he puts a shoe on the first 
thing he should do is to examine the fit, 
not casually, but carefully, investigat- 
ing the back, the sides, the arch, the 
toes, before pronouncing it correct. 
Fit and foot health should be the first 
“talking point,” the smoothness of the 
inside, the flexibility of the sole, the 
correctness of the length, width and 
type. 

He may talk durability, style and 
price, too, but in my judgment those 





PITTSBURGH SHOE PICNIC 
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Nobody can get the 
Pittsburgh shoe 
men’s goat if this 
picture means any- 
thing. In the picture 
are, left to right: 
Harry Schwartz, Wil- 
liam Kuhl, and J. B. 
(Bert) Morrison. 














PITTSBURGH, Pa., July 28.—Clear 
skies favored the fourteenth annual pic- 
nic of the Pittsburgh Shoe Retailers 
Association, held jointly with the Pitts- 
burgh wholesalers and traveling men 
yesterday at Turner’s Park, Perrysville. 
More than 150 leading shoe dealers of 
Pittsburgh and their families turned out 
for the event. 

The wholesalers defeated the retail- 








Horseshoe _ pitching 
was one of the di- 
versions. Harry 
Stoebener, William 
Laird, and Albert 
Schmidt are shown, 
left to right, decid- 
ing a disputed point 
in the game. 














ers, 14 to 11, in a baseball game, and 
sports and games and a bridge party in 
the evening rounded out the program. 
The committee made good its promise 
of “all you can eat,” and all who at- 
tended expressed their satisfaction at 
the success of the outing. 

The committee consisted of J. B. Mor- 
rison, chairman; Sam Levine, sub- 
chairman; Harry Schwartz and Wil- 
liam Kuhl. 
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appeals are quite secondary in the 
health-era we are now entering. 

Remember, the child is the most 
precious thing in every home. The 
merchant who treats that child as a 
nuisance incurs an ill feeling not easily 
blotted out. But he who shows gen- 
uine interest in its health builds an 
equally lasting friendship. There are 
no big profits in the children’s shoe 
business, but as a builder of good will 
it has no equal. 

It is time we all realized the shoe 
business is not a one-sale proposition; 
it is not a one-year proposition. It is 
a matter of continuity. No store can 
exist upon new customers only. In- 
deed, some insist there is no profit in 
the first sale; profit exists only in the 
repeaters. 

Years ago people were proud to say, 
“So-and-So has taken care of my feet 
all my life, and I never have any foot 
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trouble.” That time will come again, 
for the mad rush of some dealers into 
cheap shoes has brought to many dis- 
appointed customers the realization 
that foot health is after all a very im- 
portant factor in their lives. 

So I say the successful children’s 
shoe dealers of tomorrow are those who 
begin today to stress foot health first 
in their buying, their advertising and 
their selling. 


1. Miller in Hartford 


HARTFORD, CONN.—Incorporatien pa- 
pers have been filed here for JI. Miller- 
Hartford, Inc., to conduct a retai! shoe 
business. Authorized capital is $50,000, 
of which $1,000 has been paid. [ncor- 
porators are J. P. Zone, Marjorie Law- 
rence and Ruth Posner, all of Stamford, 
Conn. 
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An important advance in the art of good shoemaking is the 
introduction of a unique feature in the manufacture of lasts. 


A recess, the same depth as the thickness of the innersole, is 
cut into the bottom of the last at the shank. After the innersole 
is tacked in position, the edge of the innersole is flush with the 
edge of this recess. 


When the upper is pulled over the last it can now be brought 
“down to the wood,” to fit as tightly and as smoothly at the 
shank as it does at any other part of the last. 


The shoe made on this last fits the foot snugly without an air 
pocket under the arch. 


The close fit made possible by “Down To The Wood” lasts gives 
added style and comfort to the finished shoes. 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 
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man may refuse work offered as long 
as he desires to live on the “dole.” 
Also, a man may quit his job and lay 
claim against his former employer un- 
der the guise of having left because of 
his employer. 

Backers of this movement are in- 
clined to see resemblance between this 
system and workmen’s compensation. 
Their opponents, however, claim there 
are wide differences, such as that it is 
reasonable to charge an employer with 
accidents in his plant because they are 
actually his responsibility but unem- 
ployment results from nation-wide or 
even world-wide conditions, which the 
employer cannot control. It is also 
pointed out that a workman will not 
voluntarily injure himself but many of 
them will not be adverse to becoming 
voluntarily unemployed and loaf when- 
ever possible. 

The point of analogy between re- 
serves for dividends and reserves for 
unemployment insurance is not well 
taken in all quarters for the reason 
that reserves from dividends represent 
earnings withheld from stockholders 
whereas according to the Wisconsin law 
nothing is withheld from workers’ sal- 
aries in boom times to be passed to 
them in times of depression. 


Contentions of Proponents of the Act 


The majority report denies that un- 
employment is an emergency condition 
due entirely to the present depression. 
It contends that lack of systematic plan 
at present tends to demoralize the 
worker and that relief as now practiced 
comes from taxes on property and 
therefore falls on the small home-owner 
and the farmer. Irregularity of em- 
ployment is called a social waste. 

The report quotes figures from the 
Department of Commerce to show for 
the country as a whole that those whose 
incomes are in the form of interest or 
dividends have gained steadily through 
the depression period whereas income 
of factory workers in Wisconsin in the 
same period has been more than halved. 
The stand is taken that the reserve 
should be recognized as a part of the 
cost of production and the suggestion 
is made that possibly compensation for 
unemployment will pay for itself 


through lower labor cost per unit of 
production without reduction in wage 
or price rates. 





That the law will be a heavy burden 
rather than a help to industry is con- 











Plans for Unemployment Relief 


[CONTINUED FROM PAGE 40] 


tended in the minority report, which 
finds that the Wisconsin tax commission 
reports 3399 out of 6116 manufacturing 
and mercantile corporations lost money 
in 1930. There were 929 fewer factories 
in Wisconsin in 1929 than in 1919, and 
from 1928 to 1930 the decrease was over 
500. The point is therefore raised that 
industry needs more cooperation from 
the State government rather than more 
restrictions. The results would be 
greater stability for the industries with 
resulting insurance of stable employ- 
ment. 


My Life of Style 


[CONTINUED FROM PAGE 21] 





the 122d regiment adopted the dog as a 
mascot and there was a length confer- 
ence trying to find the right name for 
him. Finally, one of the boys said, 
“O’Connor found him. Why not name 
him Goldberg?” The name stuck and 
“Goldberg”. unknown to his namesake 
followed.his mates all through their ser- 
vice in France and came back with a 
khaki hat, a wound strip and a couple 
of service chevrons, having spread the 
name of the O-G combination through- 
out France. 

The original O-G Costume Bootery 
which now in its sumptuous magnifi- 
cence is considered the style center of 
shoedom, was built just after the War. 
It is here where the new O-G styles 
are first introduced, and it has been 
proved that what is good in this store 
at one season, in sixty days later is 
the general fashion. 

Mr. Goldberg was the first man to 
introduce elaborate shoe salons in the 
Middle West. In 1920, Chicago re- 
ceived a new thrill. A shoe store was 
opened, finer than the most elaborate 
moving picture house or Parisian dress 
salon. Where before, shoe stores con- 
tained rows of shoe boxes on racks 
running parallel to the rows of chairs, 
here was something different, some- 
thing exotic—the shoe stock being OUT 
OF SIGHT. 

It was the O’Connor & Goldberg 
shoe store at’ 4616 Sheridan Avenue. 
Again Goldberg had scored. He had 
brought the breath of romance into the 
shoe business. 

Like a Spanish castle, gay colors, soft 
carpeting, period furniture of fine wal- 
nut, with tapestry upholstering, needle- 
point footstools, all evincing the artis- 
try of Mr. Goldberg’s touch. Not one 
shoe box was to be seen. When a cus- 
tomer wished to see shoes, the salesman 
would retire into a mysterious cavern 
beyond the archways and return with 
the shoes desired. It was beautiful, it 
was unique, and it raised the shoe shop 
to the rank of gown salons in the realm 
of fashion. 
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Revolutionary Changes 
in Sprint Shoes 
[CONTINUED FROM PAGE 32] 


Sprinting shoes haven’t been changed 
in the spike formation at the bottom 
for several generations. You will note 
the bones are terribly distorted and out 
of their normal place. The spikes are 
improperly arranged in relation to the 
bones of the foot—the spikes being be- 
tween the toes at the base of the meta- 
tarsal and between the phalanges whcre 
the pressure was abnormal for propul- 
sion. 

When Mr. Brouwer saw this mess he 
was indignant at a system that sells 
specialty shoes like so much hardware 
through a sporting goods store where 
the sales people know nothing about 
anatomy or the scientific use of shoes 
from the efficiency standpoint. He 
called up Mr. Chester Krauthofer, of 
the Wisconsin Shoe Company, Mil- 
waukee, and: told him to build a pair 
of research last sprinting shoes. 
Through the cooperation of a last 
maker the new wood for the sprinting 
shoes was made. Finally the new pat- 
tern for the upper. When the shoe was 
completed, spikes were rearranged in 
an improved position to give the 
sprinter the maximum of propelling 
power. 

The new shoes had their first testing 
at the Olympics. Maybe by this study 
a genuine improvement in the footwear 
of athletes lies ahead. 

Note the new position of the spikes in 
the second X-ray. They are so placed 
that the pressure is distributed over 
the foot so as to get the maximum 
power out of the muscles and the ut- 
most freedom of movement in the joints 
of the foot. Instead of bunching the 
toes in the fore part, each toe is al- 
lowed to lie flat. There is no surplus 
of leather in the uppers. A new band- 
age effect is provided to hold the waist 
of the foot secure. A new pattern in- 
sures heel snugness. Even the rein- 
forcement seam was re-alined so that 
it came at the head of the great toe 
joint. 

The athlete acknowledged that his 
new sprinting shoes felt fine and were 
the most comfortable he ever had, and 
the new pattern was the best fitting. 

What a wide open opportunity there 
is for similar study of active sport 
shoes, particularly football shoes, which 
have held the traditional shape and 
cleat for years. Perhaps we are just 
at the beginning of important improve- 
ment in active sport footwear and that 
this study is the first incentive toward 
footwear better adapted to the needs 
of the game. 





Opens in Jackson, Ohio 

JACKSON, OH10—The E. E. Cham)ers 
Co., operating a retail shoe store in 
Wellston, will open a store in Jac!son 
about Aug. 15. Stephen Radcliff has 
been appointed manager of the new 
store. 
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CARE is universal. 


and Dissecting. 


Entrance requirements— 


Write for catalogue. 


473 BEACON STREET, 





4 PODIATRY — CHIROPODY 
A school in Boston, Mass. 

The profession in demand by all cities and towns. 

Modern laboratories for instruction in Chemistry, Microscopy, Bacteriology 

Clinical training in Large Foot Clinics. 

School Age, Industrial Employees and the 

Several schools have expanded their course to three years, beginning Sep- 


tember, 1932. We continue to offer a two-year course for the present term. 


High school graduate or its full equivalent of at least fifteen units of high 
school work. A limited number of students can be accommodated. 


MIDDLESEX SCHOOL OF PODIATRY 


The necessity for FOOT 


Special clinics for Children of 
Poor. 


Hiram B. Donaldson, Dean. 


BOSTON, MASSACHUSETTS 
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UP-TO-DATE ROOMS at DOWN-TO-DATE RATES 


SPECIAL WEEKLY RATES 
One block from Pennsylvania Station 
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Hotels Corp 
J. LESLIE KINCAID, President 
GEORGE WARTMAN, Manager 
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Three Fashion Types 
[CONTINUED FROM PAGE 19] 


Wales and as Edward VII, helped make 
the nineties naughty and the 1900s 
naughtier. 

Victorian (or Edwardian fashion, as 
you prefer) is radically different from 
her sister act, the swagger fashion. She 
goes in for being quaint and romantic. 
She loves little ruffles. Little capes. 
Ruchings. Tucks. Braid. Buttons, es- 
pecially steel buttons. She admires the 
new smooth fabrics—broadcloth, velour 
and the revival of satins, because these 
are romantic fabrics. From head to toe 
she looks like this: 

Little hat tilted to the front, with a 
bow or feather making a nose dive over 
her right eye. Oh, yes, and a veil. A 
muffled-up neckline in daytime clothes. 
Very demure. Bodice quite tight and 
high-waisted. Sleeves very full at the 
top and very narrow at the wrist. She 
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even goes so far as to wear leg-o’-mut- 
ton sleeves, not only full sleeves but 
sleeves actually puffed into the armhole, 
sleeves that stick up at the shoulder. 
We will say a prayer that this partic- 
ular throw-back to the last century will 
not go very far or last very long. 

As for her shoes. Strictly speaking 
they should be made for “mincing,” not 
for walking. Victorian ladies always 
minced along. But this is no year for 
mincing matters or for mincing shoes. 
The main thing that will link formal 
shoes to the Victorian mode will be 
their trimming details—not heels or 
lasts. The little niceties that appear in 
formal costumes can—and have—ap- 
peared in shoes. Stitching. Piping. 
Tiny buttons. Little pleatings of leath- 
er. Most of these details, such as the 
nice hand-made pump No. —, are at 
their best in the more exclusive shoes. 
Some of these trimmings can be done 
and look like something in shoes at a 
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price. FINE DETAILS—that’s the 
thing to emphasize to customers with 
Victorian leanings. 

And now what about the third type, 
Mrs. In-Between? For every ten wo- 
men who look Swagger or Victorian 
there will be at least a hundred cus- 
tomers who belong to this group. 

Mrs. In-Between is the woman who 
doesn’t want a too-tailored costume be- 
cause she is going to have only one new 
outfit this Winter. She certainly 
doesn’t care to look swagger at the Fri- 
day Bridge Club, the chief social event 
of the week. Neither does she want to 
look too Victorian because, if all John’s 
raises keep on being cuts, she will be 
wearing this outfit next Winter too. 

So her costume is something quite 
conservative. Probably a black or very 
dark brown coat, not too crépey and not 
very velvety woolen. A coat with a 
rather deep armhole and a becoming 
shawl collar. Maybe she bought a 
black caracul coat at the August fur 
sales. Her dress will have just a bit 
of Victorian detail. Perhaps a lace 
collar and the suggestion of a full 
sleeve. Or some buttons up the front. 

She will want shoes that will go with 
this not too radical outfit. Shoes she 
can walk in. Shoes she can wear all 
day. 

If we were asked to pin a medal on 
the most generally useful shoe illus- 
trated in this article, we would march 
right up and pin it on the one described 
as “useful oxford” on page —. That’s 
a model that can be all things to all 
women. In various materials, not nec- 
essarily in the lizard in which it is 
shown. It’s a semi-dress, semi-tailored 
shoe. It fits in with this season’s ox- 
ford fashion. The little bow belongs to 
the Victorian spirit. A very nice shoe. 
A very practical shoe. A good choice 
for Mrs. In-Between and not such a 


bad selection, either, for the Swagger 


girl and her Victorian sister! 
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An Arcade Shoe Store 


[CONTINUED FROM PAGE 24] 


that it naturally follows that when 
children think of shoes they think of 
the Children’s Shoe Store. 

“THERE ARE PARENTS to be considered 
and to be satisfied. But that is easy. 
Good shoes carefully fitted and fairly 
priced is all they ask, so this constitutes 
the agreeable part of our problem, and 
we soon have their complete confidence, 

“JUST TO PROVE this method of store 
operation is sound and profitable as it 
is pleasing, in that it pays to gain the 
full confidence of one’s clientele, may we 
point to one positive fact? This is not 
set forth in a bragging manner, but as 
a plain statement of facts; so many 
mothers and fathers were so pleased 
with the treatment accorded their chil- 
dren that we were compelled to add 
shoes for grown-ups a year ago.” 

That’s the simple story from this up- 
and-coming shoe store at “The Nation’s 
Playground.” The real kick, however, 
came at the conclusion of the interview 
when Mr. Cook modestly remarked, 
“There is no special mystery about 
what we are doing; we are just running 
a shoe store.” 


Coast Rubber Conference 


PORTLAND, ORE.—Executives of the 
United States Rubber Co.—rubber shoe 
division—headed by E. H. White of 
New York, general sales manager of 
the footwear division, conferred with 
territory representatives here. | rom 
reports received from the various ter- 
ritory men, sales are showing a defi- 
nite improvement, especially in the Ore- 
gon territory. It was found there is a 
growing tendency on the part of buyers 
and store managers to get away from 
dead-level prices. and a willingness to 
pay more for better quality goods. 

Among the other company represen- 
tatives present at the conference were 
C. J..Noonan of San Francisco, Pacific 
division manager, and Walter White- 
man of New York, assistant general 
sales manager. J. B. Bender, Portland 
manager, welcomed the delegates 

E. H. White is a native Westcrner. 
He was Spokane branch manager from 
1920 to 1925 and Pacific Coast man- 
ager at San Francisco from 1/25 to 
1930. 

Similar meetings will ke held i:: San 





Francisco and Los Angeles. 
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